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In THE SATURDAY EVENING POST 
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3,125,000 


Here is an advertisement that 
is backing up 5287 of Amer- 
ica’s best shoe and department 
stores, which bought Freeman 
“Whites” six months ago at a 
rate that broke all records. 
Freeman dealers know that 
there are no finer shoes at 
the price—and they know they 
can count on Freeman national 
advertising to help them sell. 





“™y 6Change your “footlook” ... and 

(~ see how you change your outlook! 

Crisp, cool, comfortable Freeman 

“‘Whites’’ are the smartest of shoes 

for early summer and a//] summer—and here 

are three of the smartest styles. Which 
will your feet bask in? 

One is a Campus Creeper (with cushiony 
crepe-rubber sole) in snowy Shagbuck, 
a‘‘nappy’’ reversed calfskin. Another com- 
bines Shagbuck with trim leather soles and 
heels. The third, in smooth white calfskin, 


inhales foot-con- 

ditioning breezes 

through hundreds 

of ventilating openings. You'll see it ev- 
erywhere when the hot days come. 

And, everywhere, you will find men 
praising the downright satisfaction that 
they get from Freeman shoes— in leather, 
and looks, and more-for-their-money.... 
If you don’t know your Freeman dealer, 
write us... . Freeman Shoe Corporation, 
Beloit, Wisconsin. 


FREEMAN SHOES 


worn wits 





PRIODE BY 


MILLIONS 
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(tle OF THE hade 


A SALUTE to a grand and glori- 
ous gentleman—Charles T. Cahill, 
Captain Commanding the Ancient 
and Honorable Artillery Company 
of Massachusetts. He is the ranking 
officer in, that great historic organ- 
ization which celebrates its 300th 
anniversary on Monday, June 6. 





He has been given the title Major 
Cahill for so long that most of us 
salute him that way, even though 
he is Lt. Col. Mass. N.G. Ret. He 
led the Ancient and Honorable Ar- 
tillery Company to England last 
year and winds up a glorious year 
as Captain Commanding. 

When the Company parades to 
Boston Common for the Drumhead 
Election and the ceremony of com- 
missioning the newly elected offi- 
cers, it is indeed a picturesque 
pageant, for the Company continues 
the uniforms worn by its members 
in all the wars since 1638. Many 
famous shoe men have been mem- 
bers of the Company and all pay 
honor to the Captain Commanding 
on June 6—which, by the way, is 
the opening day of the Boston Shoe 
Fair, in which Major Cahill has 


played an important part since its 
inception. He is also responsible 
for the U.S.M.C. Museum of Foot- 
wear. He has lectured on shoemak- 
ing in nearly every state in the 
Union and is one of the best-known 
shoe men in America, as good-will 
ambassador for the United Shoe 
Machinery Corporation. 


% * * 


Dy F. KELLY of The Fair in Chi- 
cago says: 

“The first duty of a merchant is 
to properly serve the public. The 
late John Wanamaker, one of the 
greatest merchants this country has 
ever produced, once told me that 
he considered it the duty of a mer- 
chant to inject a certain amount of 
entertainment into his business. The 


YOU'RE APPOINTED 


ACOMMITTEE 
S55 
waut 
wr ak | 


public cannot be entertained by a 
policy of pessimism. Employers 
have been trying to run the coun- 
try. Let us now devote all of our 
time to our own business. 

“Have you noticed that when 
there is a difficult civic task to be 
performed, merchants are usually 
called upon to help and in many 
instances lead in such movements? 
This indicates that the people have 


[1 





faith in merchants. They believe 
in their honesty, their integrity and 
their willingness to help.” 
* * * 

MIARTIN H. LEE of Los Angeles 
has made quite a study of the very 
popular Mexican Huaraches in his 
travels in Mexico during the past 
year, locating dependable sources 


of supply of these fast moving 
shoes. He says: 

“In the first place, the correct 
pronunciation is Wa-ra-ches. For 
centuries, Huaraches have served a 
many-fold purpose among the Mex- 
icans. They are at once the play 
shoe, the house slippers, the work 
shoe and the general all-weather 
footwear for the leisure-loving Mex- 
ican men and women who place 
personal comfort first. 

“All the romance, the old color- 
ings of Old Mexico, the very thrill 
of Toltec and Aztec kings, the fas- 
cination of Mayan civilization—- 
have been captured in the real 
Huaraches, now produced in the 
interior of old Mexico in a variety 
of charming styles. Now some re- 
veal a Hollywood influence, as it 
was in Hollywood that Huaraches 
were first shown and accepted 








[16] 


wholeheartedly by members of the 
movie colony. Huaraches are now 
shown in open toe models, Cuban 
heels, ankle-laced and scores of 
others, all in those color harmonies 
so closely allied with romantic Old 


Mexico.” 
* * * 


EELEANOR ROOSEVELT, in her - 


column “My Day” of May 12, 
syndicated throughout the United 
States, wrote: 

“After my arrival at the White House 
I caught up on a number of interviews 
and tried on some very remarkable shoes 
which make standing for hours a plea- 
sure.” 

So we in turn asked her a ques- 
tion: “Would you mind telling us 
how many letters you received ask- 
ing you what shoes you wore, for 
it is our belief that many active 
women in America have a tremen- 
dous interest in the comment you 
made, realizing as we all do, that 
you travel and walk a great deal”; 
and received the following reply 
from her secretary, Malvina T. 
Scheider: 

“Mrs. Roosevelt asks me to acknowl- 
edge your letter and to tell you that she 
has no accurate count of the number 
of inquiries she received about the shoes. 
However, there were several—perhaps a 
half-dozen or more.” 


Ze 


e&JOE SHOEDOG’S DICTIONARY 


ss A 
\ 
By Marsu LANTERMAN 


es 

A HERO STORY—An easy sale 
made by Joe. 

A WRAP-UP—A tough sale made 
by another salesman. 

METATARSAL ARCH — Any 
bunch of bones below the ankle. 

SALESCHECK — Egyptian _hiero- 
glyphic. 

PENCIL—An old shovel. 

BLACK KID OXFORD—Old lady’s 
runnin’ shoe. 

A SMART CRACK—Patent leather 
oxford. 

SHOES IN THE WINDOW—For- 
ward stock. 

STOCK WORK—Somebody else’s. 

Cc. O. D. SALE—Error in the office. 

















—It may be true that there's noth- 
ing new under the sun. 

—But we must admit that modern 
ways of doing things give us the 
impression of newness. 

—Half a century ago Wellman Os- 
borne of Lynn had the following 
notice in a local paper: 

— "Saturday next, weather permitting, 
we shall hang outside our store 50 
pairs of our famous $1.75 kid but- 
ton boots to be inspected by those 
who may desire to do so." 

—No doubt a good advertisement 
and good display for those days— 

—But what a iol old Wellman would 
get if he could see some of our 
modern shoe salons— 

—With fronts and furnishings and 
frills worthy of a Ziegfeld. 

—With the slight addition of a 
stage show and a swing band 
many of our modern Booteries 
could qualify as a Broadway en- 
tertainment de luxe. 


Zot 6 Tee 


President 





CHARGE SALE—A shot in the 
dark. 

AN ADJUSTMENT—A couple of 
non-slips. 

DELIVERY DEPARTMENT—An 
alibi. 

SHOE BUYER—A screw-ball, to 
Joe. 

BUSINESS CARDS—Scratch pa- 


per. 
TISSUE PAPER—A floor cover- 


ing. 

A HANGOVER—Touch of pto- 
maine. 

THE LATEST STYLE—Any shoe 
with a P. M. on it. 

A SIZE SHEET—A rough estimate. 

JOE'S P. T. CUSTOMERS—An- 
other salesman’s pushovers. 

ADVERTISEMENTS — What _ the 
customers inform Joe about. 

MISMATES—Two shoes of differ- 
ent colors. 

PICKLEPUSS—The proprietor. 
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PAY CHECK—An error. 

HOSIERY—Joe was hired to sell 
shoes. 

BILL COLLECTOR—Cousin from 
back home. 

SHOE POLISH—Never heard of 
it. 

FINANCING METHOD—The 
Braille system. 

WRAPPING GIRL—Dumb Dora. 

SIZE REQUESTED BY CUSTOM- 
ER—AII misfits. 

DUE OUT FOR LUNCH—When 
Mrs. Bunion comes in. 

INVENTORY—Home with the flu. 

END OF THE MONTH—Gone 

with the wind. 


* * *% 


LACY F. MOSELY who travels 
Texas for the Winthrop Shoe Com- 
pany says: 

“Texas has not been considered 
a heavy shoe country, but from 
all indications there will be more 
brogue type heavy shoes sold here 
this Fall than ever before. There is 
a noticeable trend to medium broad 
toes, large perforations in the 
Scotch and Norwegian grains as 
well as in the Cordovan leathers. 
Rough slack types are in demand 
for Fall, particularly with crepe 
soles. In the dressy leathers, the 


T'S THE POLITICAL SIT~ 


. N <. VATION! 
S; 


Ve 





lighter shades of brown seem to 
have the edge. 

“Tt is plain in talking things 
over with the buyers that they are 
thinking or worrying more about 
the uncertainty of the market and 
the political situation than they are 
about any possibility of their own 
trade falling off. Retail business in 
the Southwest is still holding up 
very nicely and there are very few 


pessimistic merchants.” 
* x * 


BDAVID E. MOESER, general man- 
ager and treasurer of Conrad & 
Company, Inc., Boston, Mass., says: 

“A large proportion of our peo- 
ple have not had to change their 
mode of life and won’t have to, 
and many who go about spreading 
fear and gloom are still comfor- 
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tably off, but feel relatively ‘just 
terrible’ and they’re developing this 
as a fixed habit. What a change 
would come within a month - if 
everyone of us should become a 
sound optimist and act accordingly. 

“What do I suggest? Well, just 
this as a start! Every person and 


every business has many needs and 
wants. Supposing we classify them 
as: (1) Those things that we just 
can’t manage. Forget them for now. 
(2) Those things that we could 
manage, but with some doubt as to 
whether they are worthwhile. Con- 
sider them further. (3) Those 
things that we would either have 
done or would be doing now if the 
‘end of the world’ psychology hadn’t 
become so well established. Do 
these things, and do them right 
away! 

“And let us stop advertising the 
worst show in the world, this re- 
cession, or whatever you choose to 
call it. 

“Results from this simple pro- 
gram would be felt next week. 

“Ten years ago, C. F. Kettering, 
addressing the Boston Chamber of 
Commerce, said: ‘And if you men 
want to see the worst depression 
this country ever had, just don’t 
buy that extra necktie or pair of 
shoes that you could do without. 

“Well, we've had it. Let’s get 
done with it!” 

* * * 


CELEBRATING a glorious com- 
radeship—1888 to 1938, we receive 
the following: 

“In honor of the Golden Wedding 
Anniversary of Mr. and Mrs. 
George Gregory, Doctor and Mrs. 
Ralph A. Eckhardt request the plea- 
sure of your company on Sundav 
afternoon, the twelfth of June, 
Mount Kemble Lake, Morristown, 


New Jersey.” 
* * * 


J. V. LOBELL of the Cavalier 
Corporation of Baltimore, Md., ad- 
dressed a number of guests and the 


salespeople of the Robinson Shoe 
Company of Kansas City, Mo., re- 
cently—the subject being: “The 
Origin, Tannage and Finish of 
Leather.” Their reason for wanting 
this talk was to impart to the new 
salespeople, who are continually be- 
ing added to the shoe industry, real 
knowledge so that they will better 
be enabled to serve their customers 


properly. 

* * * 
*©WOU cannot legislate men into 
being good,” Henry L. Nunn, presi- 
dent of the Nunn-Bush Shoe Co., de- 
clared in an address before the 
Men’s Fellowship Club of Milwau- 
kee, in which he said that the Wag- 
ner act is showing indications of 
making men angry, causing bitter- 
ness and hard feeling. 

“Why not give the employer who 
engages in collective bargaining a 
better break on his taxes than the 
one who does not, or something 
equivalent? To reward the em- 
ployer for doing it would make for 
better labor relations than to pun- 
ish him for not doing it.” 

Mr. Nunn stated that in the firm's 
Milwaukee and Edgerton plants, 
giving the worker 52 pay checks a 
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year has brouvhi’ greater’ harmony, 
more loyalty, an assurance to the 


worker that he owns his job. As a 
result, the employee does better 


HARVARD-RING 1 
TECH - RING 2 





CHEMISTS will start, during the 
month of June, with the retorts, test 
tubes, scales, etc., in the new labora- 
tory of the B. B. Chemical Com- 
pany on the banks of the Charles 
in Cambridge, Mass. The site on 
the Charles was chosen so that 
chemists might consult with the 
learned professors of Harvard and 
Technology, nearby. 

‘Buildings are of the new glass 
brick, the old clay brick and the 
now familiar steel and concrete. 
Equipment is the newest to be used 
for research and composition work 
in making chemical supplies for 
the shoe, leather and allied indus- 





"Get me the Glooch Shoe Tree Company on the wire. Quick!" 
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A SHOE MAN 







And Points Out the Distinction be- 






tween “High Style” Developments and 
Those Which Seem Especially Signifi- 








eant to the Average Retail Merchant 





High built shoes will differ widely 
from last year’s models, as they 
cling closely to the foot and do 
not stand away as they did last 
Fall. The smooth continuous line 
must be unbroken from the tip of 
the toe upward. year’s low 
built line and this year’s higher 
built line are indicated herewith. 



















Pumps and ties with mudguard 
treatment as shown below, are re- 
ceiving a generous play and look 
like a winning idea for Fall. 













KKACH season there are certain defi- 
nite style trends as well as two or 
three high fashion flashes. Are you 
able to distinguish between an im- 
portant style factor and a mere 
flash? This is not always easy be- 
cause the high fashion novelty will 
often receive more attention and con- 
sideration than a vital common sense 
major style tendency. Many buyers 
spend more time and effort in buying 
and promoting fifteen pairs of high- 
lights than in selecting and selling 
one hundred pairs of salable styled 
right shoes. The difficulty in buying 
shoes several months before the ac- 
tual selling season is in getting too 
much chaff and not enough wheat. 
To be specific, what are the fashion 
trends for Fall as we view them at 
this time? 

Very important is the revival of 
all types of pumps, in contrast to the 
tremendous run that sandals have 
had and are having at the present 
time. Also, not forgetting the fail- 
ure to sell several types of ox- 
fords last Fall. In the pump family 
there are two extremes: The low 
cut, which includes the opera and 
the D’Orsay line and the high built 
corset fitting oxford height pump. 
The low cut pump may be delicately 






























trimmed or be of the classic tip and 
fox spectator variety. 

Next let us consider the materials 
to be used. Suede is definitely the 
leader in style footwear although not 
in as great a proportion as was used 
last Fall. Calfskin will be used in 
all over models and in combination 
with suede. There is a great deal of 
interest in rough surfaced leathers, 
such as alligator calf and simulated 
lizard. Many manufacturers have 
already developed patterns of real 





merit, using the rough surfaced leath- 
ers as a base. 

Genuine reptiles look very inter- 
esting and may be widely used un- 
less the price of the skins makes them 
prohibitive for volume selling. Alli- 
gator looks by far the best with 
lizard skins of many varieties in the 
runner-up position. 

Kidskin is receiving a spirited pro- 
motion and looks very good, par- 
ticularly in combinations. 

How strong in volume all over 
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SURVEYS 


The FALL STYLES 


kidskins will be in high styled models 
is at present debatable. Kid looks 
good, particularly in colors for a 
later promotion. All-over patent 
leather is being discussed for an 
early buy, but for later it should be a 
factor in combination with suede 
chiefly. 

Gabardine has more promise in 
the base priced lines than in the 
higher ranges. 


Of greater interest than the mate- 
rials used in the shoes is the manner 
in which these materials are being 
treated. For example: Many of the 
suedes are perforated, crimped, 
pleated or stitched in a manner 
which makes them look entirely dif- 
ferent from the last year’s models. 
Kidskin is draped, folded and com- 
bined with other materials. 

The widespread use of lastex suede 
and goring make possible many types 
of shoes extremely new in appearance 
and very different in design. The 
lastex or gore may be placed in the 
vamp, on the sides or in the new 
position, in the back. 

The counter treatment is interest- 
ing and merits careful watching for 
further development. Shoes made of 
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FORECAST 
For FALL 


HIERE is an unusual article surveying 
the Fall style outlook for women’s shoes. 
It was written expressly for BOOT AND 
SHOE RECORDER by the women’s shoe 
buyer of one of the foremost retail shoe 
concerns in the country. But it was 
written from the viewpoint of the average 
merchant, the man who doesn’t often 
have an opportunity to attend the style 
shows or go to market to find out what 
is new. 


all-over lastex, if properly made, 
are being promoted and sold suc- 
cessfully. 

There is no fashion feature as im- 
portant as the silhouette or line of 
the shoe on the foot. High built 
shoes will differ widely from last 
year’s models as they cling closely 
to the foot, and do not stand away 
as they did last Fall. The smooth, 
[TURN TO PAGE 49, PLEASE | 


The buyer who wrote this article had 
just returned to his store after visiting 
several of the important markets of the 
East and Middle West. “Give us your 
mature and seasoned judgment of what 
you think the average store can sell for 
Fall and especially for early Fall,” was 
what we asked him to do. And here are 
some of the things that he predicts: 


Important revival of pumps. 
Suede to continue as style leader, with increased 


interest in both smooth finishes and rough sur- 
faced leathers. 


Combinations of two surfaces good. 
Treatments of materials are especially inter- 
esting. 

Widespread use of Lastex and suede goring. 
Silhouette of first fashion importance. 

Open toes limited to certain types. 
“Mudguard” a major factor for Fall. 

Platform shoes newest high style idea. 


Black still leads but browns, wines and rusts 
have interesting possibilities. 


Porto Plum slated for high style promotion. 


Many of the suedes for next Fall 
are perforated, crimped, pleated or 
stitched in a manner that makes 
them look entirely different from 
last year’s models. See model at 
left. 
Platform shoes, like the one below, 
are the newest and highest style 
idea for Fall and will be the high 
fashion promotion. 





























































































































































































[20] BOOT anno SHOE RECORDER, June 4, 1938 


by 
Helen 
Savery 





SHOE DISPLAYS 
ON A BUDGET... 
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EQUATION: Imagination + Resourcefulness = Attractive. 
Inexpensive Displays | 


WHEN business, and consequently the budget, runs 
low—then display imagination must run high! How 
to get the most for your money is anybody’s headache 
nowadays and the displayman is no exception. How- 
ever, it shouldn’t cramp his style at all. I’ve always 
contended that it’s much more fun to take an old house 
and redecorate it, or an old dress and camouflage it, 
than it is to start off with all new materials. Now, I’ve 
just been discovering that the same holds true for dis- 
play. Given one display that has outlived its usefulness, 
it’s an interesting challenge to see how much you can 
salvage for it, to be redecorated and served up to the 
window-shopper in new guise. Then, too, it’s almost a 
relief not to start off in midair. If there is a part of the 
display already decided upon, then one has a jumping- 
off place and a kind of lever with which to handle the 
“weight” of his display problem. 

Take the four Spring displays pictured here, for in- 
stance. It’s easy to see at first glance that the constant 
factor in these windows and the point of greatest saving 
was the platforms. They began their career as part of 
a complete new Spring trim, painted solid white and 
covered with yellow and white daisies. This “Plant for 
Spring” window was the only window in this group 
that was a complete new display. For, by the time the 
second display was being considered, the results of the 
first splurge were being scrutinized in the form of 


The photographs show the windows trimmed, 
but without merchandise, this for better em- 
phasis on display materials. On the left hand 
page in the large illustration are the first and 
second Spring windows. On this page is the 
third window. The tropic white window illus. 
trated opposite is the current white promotion. 


rather discouraging sales figures. I guess the fate of 
most of the shoe business was the same during this 
period. The net display result was the decision to use 
the same platform in the next window and cut down 
the cost of other materials as much as possible. 


CONSIDERING inexpensive fabrics to use, I hit upon 
the idea of using a background fabric of simple polka 
dot percale in a bright fresh color. Cottons, polka dots, 
and Spring are practically synonymous for most women 
and certainly it should have lots of feminine appeal. 
We tried it out in our sample window—in a deep aqua- 
marine with fresh white polka dots—and we knew im- 
mediately that we “had something.” Then we capitalized 
on the polka dot theme, put big white ones on a pink 
frame, made some lovely transparent price plaques re- 
peating the circular theme—and the foundation for an 
inexpensive window was begun. The economy was com- 
pleted in the fashion figure. Although a real mannequin 
is a great asset in a shoe window very few merchants 
feel that they can afford this expense. We were very 
well pleased with our compromise of a life-size cut-out 
figure skilfully clothed with a real dress (especially 
since we sold all the dresses afterward!). The first re- 
sults of our economizing were a distinct success. 

[TURN TO PAGE 40, PLEASE] 


F our Displays Worked Out with an Eye 
to Getting the Most for the Money Ex- 
pended. Result Was Success in Sales-get- 
ting Windows Well Within the Budget. 








by 
ELEANOR RUTLEDGE 





The saddle oxford is the shoe of 


the hour. The customer knows it 
and wants it. The store’s job is to 


have pairage to meet this demand. 


The “Gunboat” saddle oxford 

with crepe sole in all white with 

plaid laces. Tire duck upper 
and wrapped rubber sole. 


Courtesy of Ladies’ Home Journal 


The 
SADDLE OXFORD 
Mits Its STRIDE 


And the Campus Pride Has 
Now Become Everyone’s Shoe 


YOU see them everywhere, these perennial classics which have sudden- 
ly jumped into the quick-selling, volume class. Everybody is wearing 
them—the elevator girl in a big department store; the suburban woman 
marketing, taxiing her children to school, or in town for a day’s shop- 
ping; boys and girls everywhere, in and out of town, going to school, 
or college, playing games or doing the “Big Apple.” 


Seen on Every College Campus 


It all began years ago with the Eastern girls’ colleges, where the 
girls prided themselves on looking as sloppy as possible. Now it has 
taken possession of the Western coeducational institutions where for- 
merly girls were more careful of their appearance. Today it is the 
uniform of every well-dressed college boy and girl. 

They wear them with everything from sport outfits to dressy clothes. 
The girls put them on with pretty afternoon dresses and go tea dancing 
in them. Last Winter the boys even wore them in a black and white 
combination with full dress and top hat. The favorite combination for 
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Man’s shoe in white reverse leather with 
smooth tan calf saddle and “washboard” 
rubber sole. 














EMRE NWT sor 


Typitying youth; easy, casual dressing: and 


free outdoor living, this is a shoe for all ages 
and for many occasions, from boating and 
tramping to dancing and sightseeing 


Leading favorite for girls and 
women, brown and white, with 
smooth sole. 
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WHEN DOES 
A SHOE FIT? 


EDITOR’S NOTE: Since the publication of the eighth 
article in this series, the RECORDER has received letters 
from several shoe men taking exception to the definite 
statement that the proper way of measuring the foot for 
size is with the customer standing and the weight on the 
foot. Attention has been called to the fact that with 
certain systems, for example, the Footograph system, 
used by Walk-Over dealers, the opposite procedure is 
recommended and followed. 

In this connection, it is proper to recall once more 
that the matter of foot fitting is, to a considerable de- 
gree, a controversial subject. Different shoe men em- 
ploy different methods with success, and often the con- 
ditions under which they operate may vary widely. So 
it is impossible to say that any technique is the one 
and only correct method, to be followed in all cases. It 
is not the purpose of the RECORDER in these articles to 
lay down dogmatic rules of sales procedure, but rather 
to point out some of the methods that have proved 
helpful in practical shoe store experience, with the hope 
that they may be of value to retail salesmen generally. 

The opinions expressed in the accompanying article 
are those of the author. Comment and suggestions from 
other shoe men are always welcome. 


THE majority of shoe men bend their efforts toward 
the selling problems of their business and in doing this 
they may sacrifice to various degrees the element of 
correct fitting. Repeat business is not firmly estab- 
lished in this way. 

In this article we shall consider four of the outstand- 
ing parts of the shoe involved in proper shoe fitting. 
These parts are the last, shank, ball and tread. 

Tue Last: So much general discussion and con- 
troversy has revolved around the last problem that the 
shoe fitter has become somewhat bewildered. We hear 
of the outflare, straight, inflare, combination, double 
combination, short-back and a horde of other lasts. 
Each has an appropriate use. But the shoe fitter asks 
which and when? 

Herein comes the value of a fundamental foot knowl- 
edge. Lasts are designed to be applied to certain types 
or classifications of feet. Recognizing the foot type and 
applying the corresponding last type to that foot is the 
groundwork of correct fitting. Fitting the foot with the 
style factor primarily in mind, and ignoring the last 
applicable to that foot, is the usual method used in the 
belief that the customer will buy quicker on style ap- 
peal than on fit appeal. Perhaps so, but here comes a 
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Proper way of demonstratinng a shoe to the customer. 
The shoe, gracefully handled, is given an added 
charm. 


by WILLIAM A. ROSSI 


seldom-considered fact: a style with only medium ap- 
peal is greatly enhanced by a smart and proper fit, 
while a high-styled shoe loses much of its appeal by 
a poor fit. And the fit, mind you, is based primarily 
on the last. That last must correspond as closely as 
possible to the foot type. 

Feet are classified into three main groups: Outflare, 
straight and inflare. Their prevalence is in that order. 
The meaning of each of those classifications is as the 
name implies; that is, the foot flares inwardly, outwardly 
or is on a straight-line axis from heel to toes. 


IF an outflare foot is put into an inflare or straight- 
last shoe it is being forced into a new position. A per- 
son weighing 150 pounds and taking 10,000 steps a 
day totals one and one-half million pounds per day 
coming down into that shoe. The foot is striving to go 
in one direction (outflare) while the shoe is attempting 
to force it in the opposite direction (inflare). What 
chance has the shoe against a daily pressure of one and 
one-half million pounds? Very little, indeed. Shoe 
fitters may herein find one of the main reasons for a 
shoe gaping at the quarter, slipping at the heel, run- 
ning over on the outer ball section, or cramping at 
the toes even when the shoe seems more than long and 
wide enough. 

Learn and know your foot types and apply the correct 
corresponding lasts to them. In so doing you are on 
the way to a proper fitting that satisfies both you and 
the customer. 

THE SHANK: It is regrettable that many shoe manu- 
facturers have yet to regulate shank height and length 
to foot type. No matter what the heel height, there is a 
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Ninth Article in Series “How to Sell Shoes and 
Satisfy Customers” 


tendency for the foot to come forward in the shoe. A 
properly applied shoe-shank with reference to its height 
and length can prevent much of this and thereby help 
to approach an ideal fitting. 

The prevalence of poor shank fit can best be appre- 
ciated by noticing the foot in a shoe with the waist cut 
out (as demonstrated by many novelty shoes). Usually 





Improper way of demonstrating the shoe to customer. 
Rough handling conceals its best points of style and 
appearance. 


there is a space between the foot just beneath the arch 
and the shank. Additional proof is found in the worn 
shoe; there is often present a wornless area at the 
shank, showing that the foot barely touched it or not 
at all. 

Due to this “waste” of shank, the foot is dividing its 
weight solely between the ball and heel, the center sec- 
tion being relatively useless for weightbearing. This 
allows for a more than usual drop or “stretching” of 
the arch of the foot. The heel thrusts forcefully back- 
ward against the back counter while the ball and toes 
push forward into the box. Result to the shoe is an 
over-tense pulling through the inner-lower waist region. 
There is a “grooving” of the leather or fabric there, 
showing that it is being unduly stretched. This is a 
common problem often experienced in shoe fitting. The 
shank is mostly at fault. 

Much has been written about varying measurements 
of the foot from the ball forward, ball to heel, etc. These 
measurements vary in individuals. So with arch 
lengths. In a size 7 foot, the heel length may be short, 





the arch very long, and the ball forward medium. In 
another size 7 foot, the heel length may be long, the 
arch short and ball to toe long. Properly applied 
shank lengths will not only fit the middle section of the 
foot, but will distribute the weight correctly on ball and 
heel, thereby eliminating any undue pressures and 
tensions that make a properly-sized shoe a misfit shoe 
for that foot. 


Tue Batt: So many shoes find difficulty in satis- 
factorily fitting this region. And yet the difficulty does 
not lie in the shoe width, as commonly supposed, but 
in the last. The fitter is confronted by two problems 
here: to fit the ball snugly, which prevents freedom of 
ball expansion and also decreases the natural foot-tread 
in this area, or to fit with plenty of room, which will 
give the shoe a clumsy-fitting appearance. For the 
sale’s sake he usually selects the first method. 

In the section on lasts we emphasized the fact that 
the shoe last properly applied to the corresponding foot 
type was a primary requisite of correct and satisfactory 
shoe fitting. There is a tendency of most feet to run 
over the outer ball of the shoe, making the shoe-width 
appear too narrow. How about considering the fact 
that the foot may be an outflare and is being put into 
a straight or inflare last? That would make a B width 
appear too narrow even on an AA foot, because the 
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Too many shoes around the customer tend to confuse 

her, besides making it quite apparent that the sales- 

man himself is “lost.” Some salesmen, however, make 

it a rule to place an interesting shoe beside the one 

being shown, nearby, where the customer can see it. 

This is said to arouse interest and may lead to a 
second pair sale. 
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THE jitterbugs will get you, if you don’t watch out—is 
about all that we have to say on the behavior of busi- 
ness men. The public, bless it for its consistency, has 
more steadfastness towards the shopping spirit. Ex- 
press thanks therefore, every day. For if you want the 
truth—the public could go without new shoes for 
months—closest economy is the eventual consequence 
of fears carried on to the public. Your neighbor is not 
your competitor—old shoes can be competitor No. 1! 

A statement more to my liking, as typical of the 
times, is: 

“It takes all the running you can do, to keep in the 
same place,” explained the Red Queen in “Through the 
Looking Glass.” “If you want to get somewhere else, 
you must run at least twice as fast as that!” 

“Marking time” is over. Action comes in the first 
weeks of June. Will there be buying and selling? 
Yes . . . because no merchant can wait longer to get 
the particular “make-up” selections that he wants to 
show the public in early Fall. There will be six weeks 
of spirited shoe buying and ten or twelve weeks of 
intensive shoemaking. That’s the picture. There will 
be a strong selling season to the public in September 
and October and instock to carry on in the months 
prior to the November election chills and fevers. Any 
man can read the picture as we have given it. It takes 
a steadfast man to keep his feet on the ground and steer 
his business straight. Abraham Lincoln put it: “Hard 
work, perseverance and savings are the main things.” 

Give a thought in the next few weeks to the shoe- 
makers of America—the men who build your shoes 
with such speed and skillfulness. Their lot is not an 
easy one. In all probability the entire group of shoe 
factory employees in the United States are probably 
unemployed 30 per cent or 40 per cent of the time in 
the course of a year. They are rushed to death a num- 
ber of weeks and out in the cold for long stretches of 
time. By and large they have been very patient and 
tolerant and considerate. Many have taken cuts in 
wages in the hope that by so doing they will get some 
money in the wage envelope. The shoe worker is 
reluctant to go on the relief rolls. The shoe worker 
is not a disturbing element. We have never known a 
time when shotguns and tear gas have been needed to 
persuade shoe workers to behave. 

Every time you place an order, you are not only 
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THE SaAn's —., 


How to Act in a Commodity Civilization 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


making work for worthy men and women, but helping 
them, in part, to buy milk for babies, shoes for children 
and food for the family. Too little consideration is 
given to the long-suffering patience of the majority of 
our shoe workers, because this industry today is not, 
by its geographical distribution, a compact army that 
can demand a unified wage the country over. All the 
more reason for consideration and cooperation between 
the act of signing the order and unpacking the finished 
product in the shoe stores of America. The best value 
for the money of any commodity made! Practically 
every shoe sold in America today represents American 
shoe labor of a high character and skill—unionized or 
non-unionized. 

Now, one of the ways of getting more shoes into the 
works is by a little more tolerance and consideration 
of credits. By and large, management in business is 
friendly, cooperative and understanding on the subject 
of debts and obligations and payments. But in so many 
cases, credit policies of concerns are vested in em- 
ployees who have been schooled in prompt pay and 
the ultimate karsh methods of colleetion. It is a matter 
of routine to put the screws on an account that’s long 
overdue. That’s the strange reaction in depression 
periods—that creditors get hard when, if they thought 
the thing out, they would be practicing a better policy 
by considering each case on its long-time merits. Cer- 
tainly, a well-founded store in a strong community has 
a possibility of continuance, providing the pressure of 
collection is not made a fetish by some credit man or 
clerk obsessed with the idea of keeping his books clean. 

Yes, we know that good business methods make good 
business but, after all, shoes are largely salable when 
the store has sizes—and sizes mean investments or 
credits or confidence in the character of the merchant. 

All this is said with deep feeling and respect for the 
necessity of paying bills with money to pay wages, 
bills and loans from banks. But if banks have moun- 
tains of money not earning interest, there must be a 
corresponding consideration way back to the sources of 
money itself—if business turn-over is to resume. 

We are in a commodity civilization. All of our 
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AN article by Lew Hahn appearing in the April issue 
of the National Retail Dry Goods Association Bulletin 
starts off: 

“For nearly twenty-five years a perfectly good busi- 
ness-getting, promotion idea has been kicked around 
the United States with few retailers getting much good 
out of it.” 

Father’s Day did a lot of good for the neckwear 
business which first launched it. While Boot anp SHOE 
RecorveR has offered tie-up suggestions for shoe 
merchants who cared to take advantage of the oppor- 
tunity in the past, this year we urge shoe merchants to 
take an active part in the promotion of this event. 

With both department stores and men’s wear stores 
going in for the idea in a big way, there is more reason 
than ever for the shoe store to be an active participant. 

Many Dads will be mighty glad to get a pair of 
shoes or slippers on Father’s Day—or a Father’s Day 
gift certificate, entitling them to make their own selec- 
tions. Slippers take top position in Christmas gift lists. 
Why shouldn’t “An extra pair of shoes for Dad” be 
high up on the list of gift suggestions for Father’s 
Day? Certainly most Dads will be glad to have such 
a gift. But there must be advertising and displays that 
will stand out—and sell the idea. You must play up 
shoes as a good gift for Dad—and your store as the 
best place to get them. 

There’s a news story in the announcement that you 
are going to give a pair of shoes to the oldest father 
and the youngest father in the community who registers 
at your store on Thursday, Friday or Saturday preced- 
ing Father’s Day. Then use a follow-up item with a 
photo of the two being presented with the shoes. To 
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DON’T FORGET 


FATHER’S DAY 
SUNDAY. JUNE 19 


Idea Originally Credited to Woman in 
Spokane, Washington, is to Receive More 
Attention Than Ever Among Retail 


Stores This Year. 


by R. E. ANDRUSS 


the list you could add the father with the most children, 
and the father of the first baby to be born on Father’s 
Day, who notifies you of the birth. Use these ideas in 
ads and windows. 

Some churches in your community will have a special 
Father’s Day or Father and Son service. If they do, 
carry an announcement in your Father’s Day ads and 
windows. 

The gift certificate illustration shown here can be 
reproduced by pasting in your store name in the proper 
place and having offset reproductions made. Or you 
can make an engraving and reproduce by regular 
printing. If you do this, you will have the engraving 
for newspaper use. The gift certificate idea is a “life- 
saver” for those who would like to give shoes, but are 
uncertain about size or style. 

Both advertising and windows can play up the idea 
of shoes for his hobby—or shoes that appeal to his 
taste. The following ad excerpts offer interesting sug- 
gestions: 

Kine For A Day! 
Good news for everyone with a good old Dad! 
Sunday’s the day! (Store Name) the Place for Gifts! 
Fatuer’s Day—June 19TH 


Give him a hand! He’s the fellow who keeps things going. 
Buys your clothes. Foots the food bills. Sends you to school. 
Keeps you in pocket money. Does he complain? No—he’s a 
regular fellow—ask him what he wants for Dad’s Day, and 
he’ll say, “Aw, nothing much—don’t bother.” BUT DON’T 
ASK HIM! There’s the fun. Surprise him. He'll be tickled 
pink whether he acts it or not. “Some boy, that lad of mine— 
thoughtful girl, my daughter—and wife, none better. Good 
thing, this Father’s Day business.” That’s what he'll think. 

May’s—BALTIMORE 
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T’S ALMOST IMPOSSIBLE to mar Scuffless “PY RAHEEL” 
| plastic heel covering. This smart-looking, durable ma- 
terial resists hard wear—and offers the best protection 
available against unsightly scuffed, cracked and checked 
heels. Long after the shoes start to “age,” “PYRAHEEL” 
still looks trim and new. 


You'll find women quickly appreciate what this plus 
value means to them. Take advantage of the increasing 
preference for Scuffless heels. Ask your regular manu- 
facturer to use “PYRAHEEL” on your next order. It 
offers a sales argument that helps clinch sales. Write for 
samples and complete information. 
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appearance. Speci 
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Volk Brothers of Dallas, Texas, show 
a smart line-up of Summer outing 
outdoor footwear. 


MAAY weather in the Middle A:lantic 
cities, in New England and a consider- 
able section of the East and Mid-West, 
was anything but favorable for the 
promotion of Summer footwear. A 
prolonged spell of cool and rainy 
weather dampened the enthusiasm of 
customers for the strictly outdoor 
types of shoes and had a generally 
depressing effect on many lines of re- 
tail business. Shoes probably fared 
better than most of the other apparel 
lines, judging from reports, and with 
the Memorial Day week-end as a stim- 
ulus, plus the firm conviction that 
June will see a release in the delayed 
demand for Summer shoes, many 
stores went ahead courageously with 
the promotions they had planned. 
Sport shoes occupied the most prom- 
_inent place in the pre-holiday promo- 
tional line-up, with an extraordinary 
emphasis on the saddle oxford type of 
pattern, which is discussed at length 
elsewhere in this issue. The white 
saddle with contrasting trim has be- 
come so important that it claims at- 
tention not only in the classic brown 
and white elk oxfords, but likewise in 
sneakers and other variations. Macy’s, 
for example, illustrated a men’s sail 
cloth sneaker at the top of a page- 
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June Promises Peak 


S ummer Sports Types, Specalties and Out- 










In Shoe Promotion 


door Footwear of Every Description Featured 
in Attractive Ads as Holiday Week-End Wit- 


nesses Opening of the Summer Season, Follow- 


depth ad of men’s sport shoes which 
ran the Friday before Memorial Day. 
“Looks like ashoe, as ‘light as a 
sneaker,” ran the description. “The 
sail cloth uppers are almost porous— 
particularly cool and practical for 
both spectator and active sports.” 








At Fields your children 
will be properly fitted in 
correct sites and styles. 


Geb Shoe G. Hae 















Field Shoe Co., Des Moines, Ia., 

featured white footwear for all the 

family in this attractive advertise- 
ment. 


ing Rainy Spell That Slowed Up Shoe Sales 


These sneakers were priced at $1.88. 

The other shoes illustrated in the 
same ad included a genuine buckskin 
wing tip, a tan and white wing tip, a 
white Norwegian pattern with crepe 
rubber sole and a combination Nor- 
wegian pattern with black rubber sole. 
“At $5.49,” said the ad, “you can af- 
ford to buy two pairs of shoes, a rub- 
ber sole shoe for sport and a dress 
shoe for a complete Summer ward- 
robe. Here are four of 22 models in 
Macy’s wide assortment at this price.” 

In an _ advertisement captioned 
“Proper Schooling for Prep School 
Feet,” Best & Co. of Fifth Avenue, 
New York, featured a saddle oxford in 
white elk or buck finish leather with 
brown saddle, also in two-tone brown, 
and in reversed leather in navy, brown 
or white. They were advertised at $3.95 
in sizes 314 to 9. “Best’s rubber soled 
oxfords,” said the ad, “lay down this 
rule for growing girls’ feet: Go places, 
do things . . ; but in a shoe as young 
and alive as you are. With a vamp 
that is roomy and heel that is snug. 
With a resilient arch curve and live 
rubber sole that genuinely exercises 
the foot while walking. Incidentally, 
the reversed leather takes abuse with 
a smile and requires practically no 
cleaning.” 

Rogers Peet Company features a 
similar shoe for men in white elk with 
black or tan calf saddle at $6.95. This 
shoe carries a boldly stitched welt and 
red rubber sole and heel. White eye- 
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300 MILLION ENDORSEMENTS 
CAN'T BE WRONG 
When customers see “Talon” 


on the overshoes you sell, 
They remember corsets, trousers, 


and many other things as well. 


For the Talon fastener makes for 
satisfaction and demand 

On three hundred million articles 
in use throughout the land. 


a 
ae? 


Here’s Rhyme and Reason 


TALON FASTENERS STREAMLINED 
THE CLUMSY GALOSH 


There was hardly any market 
for the clumsy ugly “boot” 
Until Talon fasteners made them 
smart and light and really “cute.” 


Now the best of feet will like them 
and the average feet as well 
Since the Talon fastener’s made them 

so much easier to sell. 


for a Bigger Season 


CLOSES QUICKER THAN YOU CAN 
SAY ‘‘TALON FASTENER’’ 


With the Talon fastener closure 
you will never tug nor strain 

They'll come off like grease-ed lightning 
even after mud and rain. 


Here’s another thing to think ot 
Talon fasteners never “bust” 

Never jam and never wear out 
till your overshoes are dust. 


) OVERSHOE BUYERS...GIVE YOUR CASH REGISTERS MORE TO RING ABOUT 


You get double value when you order the TALON slide 
fastener in your overshoes. 

First—its style, ease, dependability not only build 
sales, but protect you against returns and markdowns. 
Actually, stores find that stock held over as a result of 
an “open” winter sells without loss the following sea- 
son—when it is styled with the TALON fastener. 

Second—its famous name serves as a “silent sales- 
man” for your merchandise. 

No other protective footwear closure gives you this 
two-way advantage. Why not get the benefit of it now? 
Specify the TALON slide fastener on all your orders! 


TALON 


Reg. U. S, Pat. Off. 


slide fastener 


IS MADE BY TALON, Inc. 
MEADVILLE, PENNSYLVANIA 
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PACIFIC 





NORMAN J. KLASGYE 


New President of Pacific Northwest 
Shoe R s 


PorTLAND, OrE.—Members of the Pa- 
cific Northwest Shoe Retailers’ Associa- 
tion opened their four-day 11th annual 
convention here Monday with a record 
registration of both shoe travelers and 
shoe retailers. 

There was an attendance of some 
600 retailers from Oregon, Washing- 
ton, Idaho, Montana, Wyoming, British 
Columbia and Alaska. The convention 
made Portland temporarily the most 
important shoe mart west of the Mis- 
sissippi. Some ninety shoe manufac- 
turers had representatives here. The 
gathering was a “buying convention,” 
which gave retailers an opportunity to 
study new styles, learn fashion trends 
from nationally known stylists and pur- 
chase stocks. 

At the meeting of Pacific Northwest 
Shoe Travelers’ Association, also held 
this week, Dolph L. Hoyt, Seattle, was 
named president; Earl McDonough, was 
advanced from the position of secretary 
to vice-president; Cal Rorabeck, Seattle, 
was named secretary. 

There was passed but one resolution, 
to advise the shoe retailers that when 
they fail to keep scheduled appoint- 
ments with travelers or factory sales- 
men, it increases the cost of doing busi- 
ness. Loss of one appointment gener- 
ally adds $20 to traveler’s expense. It 
was agreed to emphasize this fact to 
the trade at every opportunity. 

The initial session of the Pacific 
Northwest Shoe Retailers’ Association 
opened here on schedule Monday, with 
Ward B. Brazelton, president of the 
Portland Retailers giving a brief his- 
tory and story of the accomplishments 
of the organization. He lauded Henry 
Waters, convention chairman, for his 
fine work in planning the meeting. 

In the absence of Mayor Carson of 
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NORTHWEST SHOE MEN 


HOLD CONVENTION 


Hear Style Reports for Fall Season, Inspect Fall Lines 
and Place Orders for Coming Season — Will Knight 
Honored by Association as Outstanding Shoe Man and 
Norman J. Klasgye, of Seattle, Is Elected President 


Portland, the chairman introduced Mor- 
ris F. Cronkhite, president of the 
Northwestern group, who asked the 600 
shoe men assembled to stand a moment 
in silence out of respect to departed 
members. 

Following the call on many repre- 
sentatives from Northwest groups, 
Eastern visitors were introduced. Then 
Harry E. Fontius, president of the Na- 
tional Shoe Retailers’ Association, gave 
a short résumé of the history of that 
organization. He declared his belief 
that quality merchandise will always 
supersede that which is sold on price, 
and urged that retailers strive better 
to satisfy all customers. Mr. Fontius 
stressed the importance of the acces- 
sory trend. He asked that the member- 
ship in the Pacific association continue 
its cooperation with the National, and 
urged an increased membership in both 
regional and national groups. He de- 
clared the N. S. R. A. can always be 
depended upon to give its utmost in 
cooperation. 


Mr. Fontius deplored the lack of in- 
terest on the part of many retailers 
in failing to give answer to the 
N. S. R. A. questionnaire on retail 
stores. He lauded the work of Execu- 
tive Vice-President Lee Langston and 
his staff and expressed the hope that 
the National Shoe Retailers’ Associa- 
tion eventually will be a clearing house 
for every shoe retailer in America. Mr. 
Langston was also in attendance at the 
convention. 

Mrs. Ethel Holland Little, fashion 
editor of Woman’s Home Companion, 
in a word-picture entitled, “The Chang- 
ing World Style,” brought the shoe 
men to their feet-and proved fully in- 
formed on her subject. She declared 
women desired both comfortable and 
interesting footwear, had their own 
ideas, yet welcomed helpful suggestions, 
and that price was not uppermost in 
their minds, in spite of conditions. She 
declared that carefully selected colors 
by discriminating buyers often mean 
the sale of extra pairs. 


Opening the second day’s session; 


President Cronkhite lauded Will 
Knight, Portland merchant, and intro- 
duced Convention Chairman Waters. 
Norman J. Klasgye, Seattle, was ad- 
vanced to the presidency of the retail- 


ers; Joe P. Kohls, Yakima, was elected 
vice-president; Elmer Nordstrom, Seat- 
tle, was made secretary; Frank Slasor, 
Seattle, treasurer. Seattle was named 
the 1939 convention city, with the same 
dates. 


An outstanding address of the con- 
vention was that of L. E. Langston, ex- 
ecutive vice-president of the National 
Shoe Retailers’ Association, who empha- 
sized the growing importance of the 
National association and stressed the 
major activities, including bulletins, ac- 
curacy of trends and distribution; 
fashion bulletins with reader forecasts, 
appreciation of which many retailers 
have shown by their letters, and other 
services. He stressed the questionnaire, 
regretted the scarcity of replies, and 
specified the necessity of having more 
authentic replies. Advance informa- 
tion contained in the costume coordina- 
tion chart was mentioned as a boon to 
retailers. Mr. Langston closed his 
speech with an appreciation of the in- 
crease in the number of memberships 
and the number of continued member- 
ships, and mentioned the need for nu- 
merical strength. 

Over 400 were present at the Mult- 
nomah Hotel Tuesday night at the 
testimonial dinner when Will Knight 
responded to the laudatory remarks 
made by the master of ceremonies, 
Everit B. Terhune, of Boot AND SHOE 
RECORDER. There were also many trib- 
utes by Jesse Adler, New York, who 
compared Will to the knights of old and 
the outstanding figure of industry, “a 
man who loves all and is loved by all, 
friend and pal always,” and other 
speakers. 

Following a most successful floor 
show led by Monte Brooks, the entire 
party adjourned for dancing. 

Among the prominent convention vis- 
itors were Everit B. Terhune, of New 
York, president of Boor AND SHOE 
ReEcorperR, and William. J, Ahern, pub- 
lisher of Coast Shoe Reporter, who 
brought greetings and ideas from Cali- 
fornia and a special invitation from 
California Association for members of 
the Pacific Association to attend the 
Oakland convention. Many will attend. 
He thanked travelers especially for 
their loyalty to members of the trade 

[TURN TO PAGE 42, PLEASE] 
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It is not enough that the sole of the 
shoe bends easily — there must be 
Feather Line* flexibility as well, if 
the foot muscles are to be properly 


accommodated. 


LITTLEWAY and UCO LOCKSTITCH 
shoes — regular insole or Sbicca- 
Del Mac construction — have a high 
degree of Feather Line flexibility 
which gives the wearer added com- 
fort when her feet are in action as 


well as in repose. 


This is one important reason why 
so many successful manufacturers of 
trade-marked shoes and large mer- 
chandising groups who own or con- 


trol factories use these methods. 


\ \ 


* FEATHER LINE IN ACTION 


* FEATHER LINE IN REPOSE 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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an autumn setting, the all-black 
costume has a refreshing, peren- 
nial chic. This year its charac- 
ter is varied by the use of new 
textures—slinky fabrics for cos- 
tumes, and the inky depths of 
black glazed kidskin for shoes. 


above are pressed into a 
flaring apron on the vamp of 
this town oxford in Quaker 
City black glazed kidskin. 








Lathe 


Etched in staccato lines against 


Pleats to reflect the theme of 
the smart wool jersey dress 


519 West Huntingdon Street, - - Philadelphia, Pa. 
























QUAKER CITY DIVISION 
ALLIED KID COMPANY 
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When Does a Shoe Fit? 


[CONTINUED FROM PAGE 25] 


forefoot was swinging outward in the 
opposite direction from the shoe-last. 

Another fault that a correctly ap- 
plied last can eliminate is a pronounced 
and uneven creasing across the ball 
when the shoe is bent in walking. 
Many shoemen believe this flaw to be 
caused by “problem” feet. On the con- 
trary, most of these cases are due to 
a misunderstanding as to the real 
cause. It is merely that the outflare 
foot, put into an opposing last, creates 
a conflict. The result of such conflict 
is demonstrated by a taut unequal 
drawing of the leather or fabric across 
the ball of the shoe. This wide ungain- 
ly crease, often a dent, is most common 
over the great toe which firmly holds 
the upper at that point while the out- 
swinging forefoot stretches the upper 
in the opposite direction. Result: the 
fit is not comfortable at the ball and 
the appearance of the shoe is distaste- 
ful to the eye. The cure is not in a 
longer or wider shoe, but in a correct 
last applied to that foot. 

THE TREAD: It is only recently that 
general attention has been devoted to 
the tread of the shoe as a valuable aid 
in proper fitting. The less tread or 
base that a shoe has, the more liable it 
is to “runover,” to cause unequal ten- 
sions on the shoe upper, and to give an 
unsatisfactory fit and appearance. 

Picture a foot on ice-skates. The 
tread-base is very limited. Result: the 
foot is “wobbly,” causing great and 
constant pressure against the shoe. 
Now a shoe with a limited tread-base 
produces a result similar to the ice- 
skate exampie cited, although not so 
exaggerated. Any foot that has a 
tendency to be wobbly or insecure in a 
shoe, no matter how snug or “band- 
aged” the fit, will create a forceful ten- 
sion on the upper. That tension often 
destroys many of the shoe’s attractive 
features. A wider tread eliminates foot 
insecurity, and, in turn, tension on the 
upper is not over-taut. Wide clumsy 
treads are not being advocated here, 
but treads that give the foot a sub- 
stantial base, and give the shoe a 
chance to sell itself. 

Remember this: the back of the foot 
is on a base of only one square inch 
(a Cuban heel—less on a higher heel). 
The foot is depending almost wholly 
upon the ball for its base security. 
Lessen that small inadequate base even 
more with a narrow-tread shoe and the 
foot is not responsible for the punish- 
ment it is going to inflict upon that 
shoe—and vice versa. Thus, when the 
foot is opposing the shoe, both are 
going to suffer; the foot in comfort, 
the shoe in appearance and fit. 

When one part of a shoe presents a 
fitting difficulty do not always seek for 
its cure only in that local area. Often 
the original cause lies elsewhere in the 
shoe. 





~& FIVE POPULAR MET PADS from 


Scott’s Complete Line of 
“‘Hand Formed” Pads 


% Scott's Hand-Formed 
TACKED METATARSALS 


Sharp anchor tacks make correct installa- 
tion quick and easy—eliminating danger 
of slipping pads. Preferred by many deal- 
ers and chiropodists. Available in all de- 
signs. Attractively packed in cellophane 
for resale. Regular or leather-covered. 


% Scott's Exclusive Hand-Formed 
CLOVERLEAF METATARSALS 
for EXTRA SUPPORT 
Expertly hand-formed from finest sponge rubber. The 


special shape supports a wider area, gently raising 
the entire metatarsal dome into natural position. 


seller. 


* Scott's 


% Revolutionary 
RIGHT and LEFT 
BAR MET PAD 


Fits snugly up against 
the metatarsal joints with 
the thin front portion ex- 
tending up under the 
bones as a_ retaining 
cushion. "'OK''d by lead- 
ing foot specialists. 


sponge rubber 











Don’t Forget Father’s Day 


[CONTINUED FROM PAGE 28] 


Wuat WILL You Do For Dap? 
On SUNDAY—FATHER’S DAY. 


Appeal to his taste? Consider his 
hobby? 

We're determined that it shan’t look 
like a duty gift, even if you have only 
a minute or a little money to spend 
on it. So we’ve listed ten things that 
we know fathers really like, because 
they’re things they buy from us right 
along. 

MABLEY & CAREW 


OVAL MET PAD 


There is a Scott Metatarsal Pad for 
every foot size, shape and condition 


IT PAYS TO SELL THE BEST 


SCOTT FOOT APPLIANCE CO. 


OMAHA, NEBRASKA 


Regular or leather-covered, with plain or adhesive 
back or with anchor tacks. Very popular—a good 


% Scott's New 
RIGHT AND LEFT 
METATARSALS 


Correctly hand-formed 
pads for the particular 
dealer. Finest sponge rub- 
ber or wool felt, leather- 
covered or regular, with 
or without adhesive or an- 
chor tacks. 


Hand-formed from finest 


especially 


for the long, narrow foot. 
Instantly popular with 
dealers and users alike. 
Regular or leather-covered. 


SCOTT FOOT 
APPLIANCES 


Sold only 
through retail 
Shoe Stores 
and Shoe 
Departments 





Write for Complete Scott “Profit Line” Catalog 





Perhaps if Dad wasn’t so busy buy- 
ing things for the family he’d show 
you how keen he is about shoes. Why 
not an extra pair for Dad on Father’s 
Day? 


* * * 


The hobby suggestion can be empha- 
sized by grouping shoes for various 
purposes. Does he golf? Does he play 
tennis? Does he swim? For business. 
Sport shoes for enjoyable week-ends. 
Slippers are always _ acceptable. 
(Name) Hose—the favorite brand of 
so many Dads will be very popular 
Father’s Day gifts. 
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The Saddle Oxford Hits Its Stride 





girls, however, is brown on white, with 
a red rubber sole. 


Must Be Dirty 


And they always wear them dirty. If 
the stores could sell them dirty it would 
be so much the better. As it is, the 
owner of a clean new pair has to give 
them a private mud bath before they 
can appear in public. 

A recent snapshot of a group of col- 
lege seniors showed every girl wearing 
a pair of saddle oxfords. And here is 
a current story from Wellesley of a 
girl who was the only member of her 
class without a pair. Her classmates 
were threatening to run her out of col- 
lege unless she supplied the lack imme- 
diately! 


Beyond College Gates 


But the vogue has spread far beyond 
the college campus. Last Winter the 
saddle oxford was a fashion leader at 
resorts and on cruises. With rubber or 
crepe soles it is ideal for tennis and 
other active games. A “washboard” 
rubber sole turns it into a very satis- 
factory golf shoe. Either a rubber or 
leather sole makes it a good all-round 
Summer shoe for out-of-town, equally 
at home doing the marketing or sitting 
on the Country Club porch, sightseeing 
in Bermuda or Norway or—looking 
ahead a year—tramping the New York 
or San Francisco Fairs. 


A High Sehool Favorite 


To the boy or girl of high school age, 
or even younger, this shoe is just an- 
other opportunity to be like the bigger 
boy and girl, and the increased sales 
in these age groups is undoubtedly due 
to this factor. More and more, the high 
school youngster tries to dress and look 
like the older brother or sister away at 
college, even to wanting his shoes to be 
as dirty and sloppy as possible. The 
father of a twelve-year-old girl reports 
that he pleaded with his daughter re- 
cently to go to school in cleaner shoes. 
In another family, the older sister who 
has outgrown the collegiate phase, has 
to keep an eye on the shoes of the 
thirteen-year-old member of the family, 
and see that her saddle oxfords have a 
daily cleaning. 

What will the next step be? Perhaps 
the general acceptance of this type for 
town wear. There seems to be a grow- 
ing trend toward this. Already here 
and there one sees a_ well-dressed 
woman in dark street clothes, im- 
peccable until one sees her feet, which 
are boldly clad in a pair of white and 
brown saddle oxfords. Undoubtedly 
there is much to be said for the comfort 
of this type of shoe—especially with 
thick rubber soles—on a hard city pave- 
ment, but it seems hard to believe that 
they will ever look correct from the 








[CONTINUED FROM PAGE 22] 


point of view of fashion, even worn 
with light Summer clothes. 


How It All Started 


How did this craze start? Campus 
fashions paved the way, but several 
influences last Summer and Fall gave 
the necessary impetus to turn a good 
classic pattern into a fast-selling vol- 
ume type. On the cover of the June 7 
issue of Life last year appeared the 
photograph of a pair of dangling feet 
clad in socks and saddle oxfords. This 
picture became nationally famous al- 
most overnight through its use by de- 
partment stores all over the country in 
a variety of promotions. Its immediate 
effect on the shoe business was seen in 
one upstate New York department store 
where they wes such a run on saddle 
oxfords that the demand could not be 


met. 
The Big Apple 


Undoubtedly the new dances have 
also increased sales. Crepe soles, we 


% 
a 


2 EE TORTIE AA 





Florence George, National Broadcast- 
ing Company star, wearing innovation 
by Willys of Hollywood, the NBC 
Clock stocking, a new opportunity for 
women to have initials on stockings. 









understand, are better for “truckin’” 
and rubber for “shaggin’.” 

Another contributing cause to the 
sudden popularity of this pattern was 
its appearance in a fabric shoe, the 
product of one of the best-styled lines 
of rubber-soled shoes on the market. 
This shoe sold at a popular price and 
was adaptable to a variety of uses. 

Still another cause is also connected 
with price. Within the past two or 
three years a factory has been opened 
which produces only saddle oxfords, 
made on a single last. The policy of 
this factory enables it to turn out daily 
650 pairs of well-made shoes in good 
material, retailing for under $7. Until 
then, $10 was about the minimum price 
for such shoes. 

One of the most important facts in 
this whole story of the saddle oxford is 
that it is selling as low as $1.98, and 
in very good looking shoes. Volume 
sales are probably in the $3.98 bracket. 
At this price the young girl with a 
small weekly salary can afford to be 
as saddle oxford conscious as any stu- 
dent at an expensive college or prep 
school. She may not have a campus but 
she does have weekends in the country 
and she does dance the Big Apple. 

For those able to pay higher prices, 
$12.50 for women and $15.50 for men 
are about the top prices, but the volume 
in better quality are in the $6.50 
bracket. One high style house which 
has a big college trade has found it 
necessary to introduce a $6.50 shoe into 
its line. A high style foreign house is 
introducing a men’s saddle oxford for 
the first time. They consider that the 
pattern is especially suited to a broad- 
toed last, with softer boxing. 


Colors and Materials 


In general, the favorite color is white 
with a brown saddle. Some black on 
white is sold, also some all white, and, 
for Fall, some all brown, all blue and 
all green will find a limited market. 
For the college crowd, however, another 
Winter of the brown on white combina- 
tion is expected. There is some accep- 
tance of beige with brown saddles. 

This group, by and large, prefers elk 
or reverse leather and the school age 
follows suit. Reverse leather is the 
choice of most men and women. It both 
looks and cleans better—the latter pos- 
sibly being the reason why the college 
and school ages do not care for it so 
much. Some pigskin, rough linen and 
even mesh are also being used in these 
patterns. Little variations are intro- 
duced in white eyelets, contrasting 
stitching and perforations around the 
saddle. Colored laces are another means 
of dressing up the shoe, especially when 
it is in solid colors. A saddle oxford 
with wedge heel has been introduced 
by a few manufacturers. 
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June Promises Peak 
In Shoe Promotion 


[CONTINUED FROM PAGE 32] 


lets set the darker saddle off smartly. 
Another sport type advertised by this 
store is “The Courtdeck,” a shaggy 
reverse leather white oxford carrying 
a thick crepe rubber sole. The same 
shoe is also offered in brown or sand. 
Another number is a tan calf plain toe 
oxford, rounded Blucher pattern, with 
four eyelets and non-skid rubber soles. 
For golf Rogers Peet recommends the 
Sportocasin in white calf trimmed with 
brown, Blucher style. It comes with 
detachable “turf-hugging” spikes. 
Announcing a “Smart Summer Set- 
Up” of “the Right Light Shoes,” 
Bloomingdale’s Better Shoe Department 
(New York) pictures an even dozen 
attractive styles in an interesting ad- 
vertisement and declares that the de- 
partment has in stock “over 75 spark- 


ling styles, each one a Bloomingdale | 
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CALLOUSES 
Poe A 


PROFITS 


















































exclusive, each one tops in chick, com- | 


fort and quality. 
world agrees that your ensemble is 
only as smart as the details, your shoes 
must be in perfect taste for every oc- 
casion. Our collection features shoes 
correctly keyed to your every activity, 
from teeing-off this Sunday at the club 
to dinner dancing at the Pierre Roof. 
Summer suede, linen, gabardine, calf; 
white, prints and wheat.” The shoes 
illustrated in this ad are priced from 
$6.75 to $12.75. 


Along with white kid, buck and other 
materials, white pig was made the sub- 
ject of interesting promotion by Volk 
Brothers, Dallas, one of whose ads is 
reproduced herewith. The ad featuring 
pigskin said: “If you’re looking for 
just-right shoes for hot weather town 
wear ... and plenty of other places 
besides . . . you’ll revel in the good looks 
and grand feel of these. The tie gives 
you a choice of high or mid-high heel 
and also comes in black patent. The 
bow-pump with its nice mid-low heel is 
also in burnt clay calf or black patent. 
Each is $10.75.” 

White Summer suede is being adver- 
tised by Arnold Constable, New York, 
who say that “Fashion’s newest white 
footsteps are designed in soft, supple 
suede ... pin-holed for airy chic... 
high-riding over your instep—and noth- 
ing at all over your toes. That’s the 
picture of this smart new flatterer with 
the perfected heel and toe spring that 
has made the Stewart last famous.” 
And for town wear Saks Fifth Avenue 
suggests white and Nubian lizard at 
$12.75, calling it “cool-looking as white 
but much more reluctant to soil. These 
tongue-slippery lizard skins, thin as 
paper, cool as linen . . . but firm, un- 
stretching under the strain hot weather 
puts on all your footwear. In four 
slim, high-arched styles to go with 
everything.” 

Other stores feature white kid as an 
ideal shoe material for wear with the 

[TURN TO PAGE 45, PLEASE} 


Because the fashion | 













Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 
List Price, 

$6.00 Dozen Pairs 
Retail Price $1.00 Pair 






















































4 out of 5 women who 
enter your store are tortured 
by metatarsal callous pains. 
That means 80% of your cus- 
tomers are potential buyers of 

























































































Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted ssl ‘iter A 
properly without Trimfoot. e 
Trimfoot provides a maxi- wnafib ance: ators 
mum of foot comfort instantly. 

ST. LOUIS, MISSOURI 


“Here's How”’. 
WIZARD COMPANY © WALSALL, ENGLAND 
Canadian Distributors: Canadian Specialties, Lid., 49 Sanford Ave. 8., Hamilton, Ont. 
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SALES TIP: 
When no shoe in stock 
seems to fit... just T. O- 






























Outstanding 
Men's Sandals 
for 1938 









THE SCUFF 












SWAN Airy-Tred men's sandals can 
be a profitable part of your spring 
and summer business. Superior work- 

manship and fitting qualities, com- 
bined with a grand array of 
patterns and materials, assures 
consumer acceptance. May we 
send you our 1938 nautical san- 
dal catalog? 





SWAN SHOE COMPANY! 


BALTIMORE, MARYLAND 





BOOT anv SHOE RECORDER, Jurie 4, 1938 


Shoe Displays on a Budget 


[CONTINUED FROM PAGE 21] 


Another result; equally successful, 
was a source of great rejoicing. Our 
store managers install their own dis- 
plays and naturally this must be con- 
sidered carefully in planning the dis- 
plays. I had always been told that it 
would be impractical to have them re- 
paint platforms or backgrounds. How- 
ever, in the face of dire necessity, i.e., 
our determined budget-busting — the 
consent was given—and instructions 
went out to the store managers togeth- 
er with nice new paint brushes, cans of 
paint (quick drying) and all kinds of 
elaborate warnings, about what not to 
do with the paint They managed: to 
very nicely cover the platforms with 
paint—and themselves with glory. Re- 
sult—some brand new platforms for the 
price of a can of paint and one brush. 


Third Use from Same Platforms 


By the time the third Spring trim 
came around the sales gloom had not 
lifted noticeably, so encouraged by our 
display success with the first economiz- 
ing efforts we decided to again camou- 
flage the old platforms. This time, how- 
ever, I felt that the general set-up of 
the window should be entirely changed, 
else even the average layman might be- 
gin to be suspicious of us. So, instead 
of again having a feature on the center 
of the background, I decided to capi- 
talize on the nature of my platforms, 
and make a separate unit of each set. 
By running a decorative beaver-board 
plaque almost ceiling high in back of 
each platform, I could focus the atten- 
tion on the new display units, minimize 
the importance of the background 
fabric, and therefore use the same 
background fabric! I wish I could re- 
produce for you the color and texture 
of this third Spring display. It was 
sparkling with gaiety and Spring feel- 
ing, and so easily achieved. I spoke of 
the determining factor in a display 
which could be used as a kind of lever 
in “lifting” your display problem. Of 
course, all the way through these dis- 
plays, the platforms were the most im- 
portant determining factor for me. But 
in this third display which says “IT’S 
FUN”—to wear our shoes—there was 
another very important factor. 

Two or three months before, in my 
meanderings through one of my favor- 
ite spots, B. Shackman’s, New York, a 
novelty house where one can buy prac- 
tically anything except chocolate sun- 
daes (and they probably even have 
those made out of something besides 
ice cream!), I purchased a small net 
bag bursting with 12 small cotton balls, 
each one a different brilliant color, but 
all harmonizing beautifully. Not only 
the colors attracted me, but something 
unusual about the texture of them as 
well. For two months, I kept them on 
my desk, wondering what I could pos- 
sibly do with them. Frequently, on dull 
afternoons, they were used by the ad- 


vertising and display departments com- 
bined, as ammunition. However, they 
were always gathered up afterward by 
me, convinced as I was that they were 
destined for better things. Result—here 
they are in the third Spring display 
nailed to a semi-circular arch of wood, 
strung up with white satin ribbon to 
produce the racy, colorful, carnival 
effect that I wanted for this particular 
window. The little shiny paper fashion 
figures I tracked down to their natural 
habitat at the Summers Studio. They 
fitted delightfully into the places wait- 
ing for them. The old price plaques 
were stripped of their ribbons and 
birds, augmented with a different col- 
ored disc behind their transparent sur- 
face, and we were off on our third 
Spring display expedition with all flags 
flying—and our display budget easily 
licked. 


Cool White Summer Display 


Now what to do for the Summer dis- 
play? Naturally WHITE was the big 
news—but this season it seemed to be 
white with color accents. Searching 
for a dramatic theme for this promo- 
tion, I visualized a tropical window— 
for here white certainly is accepted as 
the coolest “color”’—and yet vibrant ac- 
cents of color are everywhere. And 
what possibilities it would contain for 
decorative effects, card copy and gen- 
eral Summer feeling! Perhaps the 
greatest stroke of luck in this window 
was the economical idea of using 2c. 
straw fans, painted white all over the 
background. There was no need to say 
“COOL WHITE” in this window— 
every white fan onthe background said 
it for us! Having saved so much on 
platforms and background, we could 
afford a little fling on the rest of the 
materials. So, instead of using our 
regular leatherette on the floor, we 
found a natural Japanese straw paper 
that was ideal for the center panel, the 
floor—and the sides of our platforms! 
A faintly tropical, yet modern miss on 
a surf board, red native huts for price 
plaques, bright paper leis (from Shack- 
man’s) on each card bearing the theme 
“A Tip from the Tropics”—and presto 
—another economical window. 

So there they are—four “Displays- 
on-a-Budget.” All of which proves very 
adequately, we think, that the depres- 
sion (or shouldn’t I have mentioned it?) 
need not dampen our display ardors. 
By keeping the main structural display 
units the same, repainting or redecorat- 
ing them from time to time, and adding 
inexpensive discoveries one can achieve 
at least from the customer’s point of 
view, a brand new and effective display 
each time, with a saving of at least half 
the expense that would be involved in 
a complete new display. 
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From Hollywood and Miami ; 
the popularity of modish clogs in- 
vades the East and North for sum- - 


sph sii! goad 


mer acclaim. : cement 


When made by the LITTLEWAY 
LOCKSTITCH PROCESS, they may 
have outsoles of leather or rubber 
« « - midsoles and wedge heels of 


cork or composition. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON. MASS. 
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- Scholl Courses Attract 
Large Attendance 


Cuicaco, ILu.—That progressive re- 
tail shoe men are becoming more and 
more conscious of the necessity for spe- 
cialized training and knowledge in the 
retail shoe field is evidenced by the en- 
rollment in the Scholl Training School 
of Master Shoe Fitting now being con- 
ducted or scheduled to be conducted 
within the next few months, in key 
cities from coast to coast. 

The enrollment this year exceeds that 
of other years by a very appreciable 
margin, and according to V. F. Kelley, 
sales manager, who is in charge of 
these classes of instructions, applica- 
tions in great numbers are received 
daily. 

Serious minded men and women, 
proprietors or salespersons, are invited 
to attend this unusual traveling train- 
ing school which by a series of lectures 
and practical demonstrations, shows the 
student how to recognize foot troubles 
and how to correctly fit shoes. The 
range of subjects covered is wide in 
scope and includes: Analysis and mea- 
surement of feet, construction of shoe 
lasts, shoe measurements, retail shoe 
selling, how to analyze merchandise for 
selling points, how to increase sales per 
customer, shoe store problems, chil- 
dren’s shoe business, analysis of various 
foot conditions, advertising and sales 
promotions, windows, effective displays, 
records, business-building, and other 
subjects relating to more efficient busi- 
ness. 

There is little of theory in the course 
of instructions. The knowledge dis- 
seminated is based upon Dr. Scholl’s 
own personal experience and those of 
his associates gained in many years 
devoted to study of the feet, the trou- 
bles of the feet and the correct fitting 
and selling of shoes. 

Dr. Scholl has in his private files 
hundreds of letters received from men 
and women engaged in the retail shoe 
business who have taken advantage of 
his courses of instructions. Without ex- 
ception, these letters express keen en- 
thusiasm and sincere gratitude. Many 
attribute substantial success to their 
attendance at these schools. 

The Scholl Training School of Mas- 
ter Shoe Fitting is conducted free of 
charge to ambitious men and women 
eager to advance themselves in the re- 
tail shoe business. 

Sessions of instructions will be held 
as follows: June 6 to June 10, Dal- 
las, Tex.; June 13 to June 17, Hot 
Springs, Ark.; June 13 to June 17, 
Great Falls, Mont.; June 20 to June 24, 
Birmingham, Ala.; June 20 to June 24, 
Salt Lake City, Utah; June 27 to July 
1, Denver, Colo.; June 27 to July 1, 
Savannah, Ga.; July 5 to July 9, Ashe- 
ville, N. C.; July 5 to July 9, Columbus, 
Neb.; July 11 to July 15, Nashville, 
Tenn.; July 11 to July 15, Sioux Falls, 
S. D.; July 18 to July 22, Columbus, 
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Ohio; July 18 to July 22, Fargo, N. D.; 
July 25 to July 29, Cleveland, Ohio; 
July 25 to July 29, Mankato, Minn.; 
Aug. 1 to Aug. 5, Oshkosh, Wis.; Aug. 
1 to Aug. 5, Lansing, Mich.; Aug. 8 to 
Aug. 12, Chicago, Ill. 

Classes open Mondays at 9 a.m. and 
close Fridays at 5 p. m. Five days of 
intensive training. 

To make reservations, write to the 
Registrar, Scholl Training School of 
Master Shoe Fitting, the Scholl Mfg. 
Co., Inc., 218 West Schiller Street, Chi- 
cago, Ill. State the city in which you 
expect to attend classes, and informa- 
tion will be immediately mailed to you. 





Adopts New Merchandising 
Policy ' 

CINCINNATI, OHI0O—The Shoe Studio, 
422 Race Street, owned and operated 
by W. E. Newbold and Son has lately 
adopted a new merchandising policy. 
Mr. Newbold, well-known in the shoe 
industry as one of its outstanding re- 
tailers, has simplified the price range 
in The Shoe Studio and now carries 
only two prices, a nationally advertised 
brand selling at $10.75 and his own 
brand priced at $6.00. He feels that 
with these two groups, he will be able 
to reach both the older woman who 
buys the more conservative shoes and 
the young woman who prefers the high 
styled types. By so limiting the price 
range it is his purpose to have avail- 
able at all times a complete choice of 
up-to-the-minute styles and fabrics in 
each price range. 

Mr. Newbold’s own brand which is 
new in The Shoe Studio is featuring 
for this season the short vamped open 
toe shoes in styles that are delicate in 
line—entirely in keeping with the pres- 
ent shorter dress lengths. The present 
demand in The Shoe Studio for open 
toe shoes is bigger and better than 
ever. The sales of black patent as 
well as Rosebery Calf have been ex- 
ceptional and both brown and blue pat- 
ent leathers are moving very nicely. 

The Shoe Studio also carries an unu- 
sually attractive line of bags, designed 
to harmonize with their shoes and avail- 
able at prices of $3.00, $3.95, and $4.95. 
This new policy which has been in ef- 
fect at the Shoe Studio for the past 
several weeks has more than justified 
Mr. Newbold’s belief in this type of 
merchandising for the number of shoes 
sold during this period has been far 
greater than he originally anticipated. 





Opens Shoe Repair Shop 


Fort WorTH, TEXAS—R. M. David- 
son, who has been in the retail shoe 
business in Fort Worth for a number 
of years, has opened a shoe repairing 
shop at 201 West Seventh Street in 
Fort Worth. Davidson has managed 
Zesmer’s, Baker’s and Paul’s Shoe 
Stores in Fort Worth. He was man- 
ager of Paul’s until he entered the shoe 
repairing business. 


Pacific Northwest Shoe 
Men Convention 


[CONTINUED FROM PAGE 34] 


and for their heavy financial assistance 
in various conventions. He expressed 
hope that retailers would reciprocate. 
This they did, as reports substantiated 
that buying at this year’s convention 
equaled that of last year. It was noted 
country buyers in many cases were 
even ahead of the Metropolitan mer- 
chants. Speakers lauded efforts of the 
travelers and their national association 
in the fight against unfair legislation, 
also the trade press. 

Casper Lane, formerly president of 
the Northwestern Shoe Travelers, de- 
clared at Tuesday’s session that re- 
tailers could always count on the tra- 
velers’ cooperation. Miss Rhea Nichols, 
stylist, received a generous ovation. 
She urged that shoe buyers get all pos- 
sible information of ready-to-wear, and 
brought latest news of fashion and 
color, promising additional information 
would be supplied trade later in the 
year. She declared the wonderful out- 
door life enjoyed in this section would 
be reflected in outdoor footwear, doubt- 
less more than other sections of the 
country. She stated that browns have 
been added to ready-to-wear. It will 
not be a competitor to black, she con- 
tinued, but will be a smart promotion 
color, as will duck-egg blue. She noted 
progress on corrective shoes, but said 
they must be fashionable for women 
young in spirit. Fitting is still of para- 
mount importance in 90 per cent. of 
the cases. Skirts are short, with em- 
phasis on the silhouette. Oxfords are 
still important in well-selected stocks. 
Pumps and stepins are still in the 
fashion picture. Kid is showing in- 
creased prominence in the fashion pic- 
ture. There is a slight drop in patent 
leathers for Summer, but they are ex- 
pected to come back in the Fall. Black 
is always in demand. The colors to buy 
and push cautiously, according to Miss 
Nichols, are green, wine and dahlia red. 
They are also good to promote for ac- 
cessories. Grays are off this Spring. 
Retailers were advised not to cut prices, 
but to keep and stress quality. 





Store to Remain Open 
on Saturdays 


BuFFALo, N. Y.—For the past 20 
years, the retail shoe stores on Main 
Street and in the downtown area have 
been closed on Saturday afternoons dur- 
ing July and August. This Summer the 
stores will change their policies and re- 
main open on Saturdays from 9.50 a. m. 
to 5 p. m., on Saturdays. The change, 
it is believed, will enable the stores to 
capture more of the country trade 
which comes into the city on Saturdays 
as well as put the stores on better com- 
petitive positions with the shoe depart- 
ments of department stores which are 
open. 
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Shoe Business Good on Pacific Coast 





Retail Shoe Trade Excellent in Sacramento with Merchants 


Reporting Record Sales 


and Increases Averaging 


Up to 20 Per Cent 


SACRAMENTO, CALIF. — Sacramento, 
with some of the most modern and pro- 
gressive shoe stores on the Pacific 
Coast, is reporting excellent spring and 
early summer business. A Boot & SHOE 
reporter made a tour of the leading 
Sacramento shoe stores during the lat- 
ter part of May and found most of 
them doing a big business. One store 
reported the best business in 11 years; 
another a 20 per cent gain over last 
year to date. 

“There’s no depression here,” said 
E. N. Skeels, owner and manager of 
Skeels’ Walk Over Shoe Store, 1110 K 
Street. “Sacramento is the best place 
in California just now for shoes. April 
business was our best for that month in 
11 years. Our sales last October were 
the best for that month in 10 years, but 
this April’s record sales break the 
record for any month in 11 years.” The 
increased business is attributed to a 
combination of factors. General busi- 
ness conditions in Sacramento are good. 
Some remodelling and modernizing has 
been done in the store. This year, Mr. 
Skeels went into novelty shoes for the 
first time. 

Copper, blue and white are popular 
sellers just now in this store, also 
copper-and-white and _ tan-and-white 
combinations. Open toe styles are lead- 
ing, high heels and cuban heels are pre- 
ferred. Popular materials are gabar- 
dines and bucks. Prices are good and 
meet no resistance on the part of cus- 
tomers. 

Karl’s Kustom-Made Shoe Store, 
managed by Morton Gaines, reports a 
20 per cent increase in sales over the 
previous year with Mexican huaraches 
and wedge heel styles extremely popu- 
lar. Mr. Gaines says, “The huaraches 
are so popular that we can hardly keep 
enough in stock. They are cool for 
summer wear in Sacramento. White 
is leading now, with prints fair, copper 
shades dwindling as the warm weather 
increases. Open toe shoes are very 
much in the ascendant. In materials, 
fabrics are selling best.’ 

The Fashion Bootery, 702 K Street, 





DATES TO REMEMBER 


Nebraska Shoe Retailers’ Association 
Annual Convention, Cornhusker 
Hotel, Lincoln, Neb... .June 4, 5, 6, 1938 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 5, 6, 7, 1938 
Boston Shoe Show, New England Shoe 
and Leather Association. Hotel. Stat- 
ler, Boston, Mass.....June 6, 7, 8, 9, 1938 
Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 
Iowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 
June 12, 13, 14, 15, 1938 
Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 
June 12, 13, 14, 1938 
Michigan Summer Shoe Fair, Pantlind 
Hotel, Grand Rapids, Mich. 
June 19, 20, 21, 1938 
Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, II. 
June 20, 21, 22, 23, 1938 
Pennsylvania Shoe Travelers Associa- 
tion, Style Show and Convention, 
William Penn Hotel, Pittsburgh, Pa. 
July 10, 11, 12, 1938 
Charlotte Shoe Fair, Hotel Charlotte. 
Charlotte, N. C.....July 10, 11, 12, 1938 
Boot and Shoe Travelers Association 
of New York, Annual Summer Out- 
ing. Karatsony’s, Glenwood Landing, 
Li, De yacsenss Saaeepeces ce July 14, 1938 
Buffalo Shoe Travelers Association, 
ge Show, Hotel Statler, Buffalo, 
SFR eae July 31, August 1, 1938 
Nesieal Industrial Stores Association. 
12th Annual Convention, Hotel 
Netherland-Plaza, Cincinnati, Ohio 
September 19, 20, 21, 1938 





is another store where remodelling and 
modernization have coincided with im- 
proved business. The air-conditioning 
facilities were increased, a new white 
marble front put in’ and windows en- 
larged and brought up to date. The 
interior was redecorated and new seats 
[TURN TO PAGE 44, PLEASE] 


Trade Awaits Boston 
Shoe Fair 


WASHINGTON, D. C.—Both the leath- 
er and shoe industries are awaiting 
with much interest the Shoe Fair to be 
held in Boston June 5 to 9 inclusive, 
according to a report by the Leather 
and Rubber Division, Bureau of For- 
eign and Domestic Commerce. Tanners 
report that sales are very limited and 
generally confined either to samples or 
for goods necessary for immediate use. 

There are some indications that pat- 
ent leathers will replace suedes to some 
extent in women’s shoes, but both the 
producers and consumers of leather 
hesitate to set a definite policy regard- 
ing production and purchase until the 
results of the Fair are definitely ascer- 
tained. 

Trade reports indicate that retailers’ 
stocks are rather low and since produc- 
tion has been curtailed for the past 
eight or nine months, many sizable sales 
at Boston in early June should be im- 
mediately reflected in increased activity 
in the shoe industry, according to the 
Leather and Rubber Division. 





Contest Announcement 
To Be Made Soon 


Announcement of the winners in the 
Recorder’s retail salesmen’s contest has 
been delayed somewhat, due to the fact 
that the judging of the many letters 
submitted has not been entirely com- 
pleted. Final reports are expected with- 
in a few days, and the announcement 
will be published as soon as these re- 


ports are received. 





Shoe Company to Move 


Concorp, N. H.—Smith, Miller & 
Hermer, Inc., makers of women’s shoes, 
will move from Natick, Mass., to Sal- 
mon Falls, N. H., early in June to start 
operations in the No. 1 mill of the 
plant, formerly occupied by the Tire 
Fabric Corporation, it was announced 
here by the State Planning and De- 
velopment Commission. 

The concern has taken a lease, with 
option to buy, on the former cotton mill, 
which contains 100,000 square feet of 
floor space, taking over a plant which 
has been vacant since December, 1935. 
The firm will employ 435 persons. 
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ENDICOTT-JOHNSON Shoes have Scuffless Heels 






E. I. DU PONT DE NEMOURS & CO., INC., PLASTICS DEPARTMENT, ARLINGTON, NEW JERSEY 





Naturally, Scuffess heels help sales—because 
they give you an additional important sell- 
ing point that women quickly understand. 
Ask your shoe manufacturer to use Scuffless 
“PYRAHEEL” plastic heel covering on your 
next order. It will help make your sales easier. 
Write for samples and further information. 


PO 





Interesting Golf Shoe Window Display 








New York—J. J. Viccaro, manager of the French, Shriner & Urner store at 169 


Broadway, New York, used this attractive window dis 


, designed to interest 


golfers to feature the firm’s line of Twin-Grip Golf Shoes. Note the effective 
manner in which hosiery is shown in the background. The display attracted a 
lot of attention and brought many new customers into the store. 





Shoe Business Good on 
Pacific Coast 
[CONTINUED FROM PAGE 43] 


installed of red leather and chromium. 
The floor space was’ increased by 20 
feet to. accommodate added clientele. 
Irving Nitzberg, manager, says that 
open heel shoes in all colors are making 


a hit with his customers, likewise all 
colors of patent. Copper is still one of 
the best sellers, but giving place to 
whites which now predominate. This 
store has found all types of linen shoes 
to be good sellers this Spring. 
Lavenson’s, Inc., 1018-1020 K Street, 
also reports a phenomenal demand for 
Mexican huaraches. “We can’t keep 
pace with it,” says Manager B. H. 


Marsh. White and tan are the popular 
shades in these woven leather shoes. 
British tan and white are the leading 
shades at this store; linens in natural 
and white are meeting with a ready ac- 
ceptance. Just now, 70 per cent of the 
shoes’ sold to women in this store are 
of the open toe type. Patent leather is 
being bought with enthusiasm and there 
is considerable demand for low heels. 
In the men’s department, whites lead, 
tan is popular, with some demand for 
grey-and-white combinations. Perfor- 
ated shoes are enthusiastically received 
and winning increased acclaim. White 
bucks are good just now. With a price 
range of $5 to $13.50, little price re- 
sistance is being met with, especially 
now that warmer weather is bringing 
added business in tourist dollars to 
Sacramento. 

This store, said to be the oldest in 
California, is in its 61st year at the 
same location. They have been in their 
present building for eight years. The 
large store, 160 feet deep by 30 feet 
wide, has departments for men, women 
and children, as well as an unusual gift 
section. Gifts and accessories are also 


-displayed in the departments throughout 


the store. The men’s section handles, 
in addition to all types of footwear, 
men’s ties, socks, accessories, and gift 
handkerchiefs ranging from 25c. to $6 
in price. The children’s department 
intrigues the kiddies with its horse-head 
seats and other nursery-type fixtures, 
and the display of toys which con- 
tributes side-line sales and attracts both 
parents and children. 

It is difficult to find a shoe store in 
Sacramento that does not have some 
form of air conditioning, which, along 
with modern merchandising methods 
and the latest in store planning and 
equipment, may to some extent account 
for the remark heard everywhere 
among shoe men in this city: “Business 
is good: we’re not worrying about any 
recession.” 


Women to Assist 


Shoe Travelers 


Los ANGELES, CALIF.—The Shoe 
Travelers Association of Los Angeles, 
under the active leadership of President 
Joe Kalisky, has decided to continue an 
uninterrupted program of activities 
right through the Summer months. The 
latest development of this aggressive 
organization is the forming of a Wom- 
an’s Auxiliary, the purpose of which is 
to assist in the arranging of programs 
for various entertainments. Details of 
this new move were worked out at a 
meeting of the shoe association at its 
regular meeting in the Hotel Lanker- 
shim recently. 


Glover Buys Vogue Bootery 


Superior, W1s.—The Vogue Bootery 
Corp. here has been dissolved and the 
store taken over by Frank C. Glover, 
who has announced that he will operate 
it as a partnership. 
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THESE seal GOLF SHOES 
BUILD GOLF BUSINESS 


Arnold Authentics for golf are the choice of champions. 
As HELEN Hicks says: “The Glove Grip construction of 
Arnold Authentics does more to help your stance than 


any other shoes I ever wore.” 


Their nation-wide reputation for fit, comfort, style, and 
real golfing ability has helped many an Arnold dealer to 


make new customers and new profits. 


ARNOLDEAGLE (No. 556) and ARNOLDPRO (No. 651), 
shown here, are also made in similar styles for 
men. Write for the new Arnold catalogs. 


M. N. ARNOLD SHOE CO., So. Weymouth, Mass. 


ARNOLD 


*® ARNOLDPRO 


\ 
® As advertised in 
THE NEW YORKER 








Moore Hamilton-Brown 


General Manager 


St. Louis, Mo—J. O. Moore, who 
for 15 years was with the Brown Shoe 
Company in charge of the Brown Store 
Plan’ Division, has been appointed gen- 
eral manager of the Hamilton-Brown 
Shoe Company. For the past- two 
months, Mr. Moore has been with this 
concern in the capacity of assistant to 
the president. 4 

Following a series of suits brought 
against the management of'the Hamil- 
ton-Brown Company, a receiver was 
appointed to protect the interests of 
the minority stockholders. The follow- 
ing letter, explaining the receivership, 
has been sent out by Mr. Moore to the 
shoe trade: 

“You will be interested in the facts 
concerning the appointment of a re- 
ceiver for Hamilton-Brown Shoe Com- 
pany. Also, a statement on future op- 
erating plans for the company. 

“On May 3, Mr. James A. McKeown 
was appointed receiver. On May 14 the 
State Supreme Court denied an applica- 
tion for writ of prohibition and on that 
day the receiver took charge of com- 
pany. 

“This is not a financial receivership. 
It should be specifically noted that the 


receiver was appointed to protect the | 


investment of minority stockholders and 
to insure capable management. Hamil- 
ton-Brown Shoe Company is in sound 


and solvent financial condition. In fact, 
we are discounting our bills. 

“The Court specifically directed that 
the receiver is to continue operating the 
business in its entirety and use every 
possible effort to preserve the company’s 
good will and its favorable position in 
the shoe industry. 

“The writer, with 15 years’ experi- 
ence as an executive of one of the coun- 
try’s largest shoe manufacturers, and 
more recently assistant to the President 
of Hamilton-Brown Shoe Company, has 
been retained as general manager. The 
very efficient staff of executives and de- 
partment heads of Hamilton-Brown is 
being retained intact. 

“The salesmen for our specialty sell- 
ing branches are now in their terri- 
tories with their fall lines. Our gen- 
eral line salesmen will be out with 
their complete Fall lines on or about 
June 1. These new Fall lines are well 
styled, priced to represent outstanding 
values, and priced to fit into established 
retail ranges to give you a long mark- 
up. An attractive selling plan for early 
orders will be presented, backed up with 
a complete in-stock service. 

“Our manufacturing and distributing 
facilities are in excellent shape. 

“We are looking forward to the Fall 
season with confidence and enthusiasm 
and we assure you that you can place 
your Fall orders with us, with full 
confidence that the quality of our prod- 
ucts will be better than ever and our 
deliveries satisfactory to you.” 


New One-Price Store Opened 


PROVIDENCE, R. I.—The Shoe Box, 
101% Eddy St., is a new retail shoe 
store in this city. It is owned by Leo 
Schwartz of Boston and managed by 
Oscar Kaplan. The store features 
women’s shoes exclusively at $1.59, a 
one-price policy. 


June Promises Peak 
in Shoe Promotion 
[CONTINUED FROM PAGE 39] 


white costumes that are being made the 
subject of so much fashion promotion 
this season and emphasize the fact that 
it is washable and thus easily kept 
clean and spotless. 

“Now you know where to find those 
white shoes that smart women are 
wearing,” declares Block’s of Indian- 
apolis in an attractive summer ad. 
“No, the women you’ve seen in these 
shoes didn’t buy them in New York. 
They bought them right here at Block’s 
in Indianapolis . . . with good reason 
for famous makes like Laird-Schober 
cost less in Indianapolis. It is a satis- 
faction to know that the old home town 
has the same shoes you see on Fifth 
Avenue. Even if you patronize one of 
the budget shops just off the avenue, 
you can still do just as well at home.” 

And thus the clever advertising man 
can always find a convincing argument 
to use to his own advantage. 
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DANVERS SHOE Co. ™** 





Riding Boots 























Becker Opens New 
Detroit Store 


Detroit, MicH.—The modern trend 
in shoe salons is shown in the recently- 
established Becker Shoe store at 5810 
West Fort St. Light brown is the color 
tone carried throughout in the furnish- 
ings of chrome and leather. Deep win- 
dows with round glass fronts on either 
side of the entrance furnish excellent 
displays of popular-priced women’s 
shoes. 

H. A. Becker, who has traveled for a 
number of years for a manufacturer 
of women’s shoes, is the proprietor. He 
still continues his road duties while 
George Lubin, formerly with the A. S. 
Beck Company, acts as manager. 
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English Heads Onco Sales 
in New England 


Boston, Mass.—C. C. Cowley, Sales 
Manager of the Onco Division of the 
Brown Company, has issued an an- 
nouncement to the effect that J. H. 
English has been appointed manager 





J. H. ENGLISH 


of the company’s Boston office at 210 
Lincoln Street, with sales jurisdiction 
over the New England territory. 

Mr. English is well known to the 
shoe trade in New England, having 
represented Brown Company in this 
territory for a number of years. 

Among recent Onco developments on 
which Mr. English will be concentrat- 
ing his efforts in the near future are 
Onco Platform and Onco Hi-Sole. 
Brown Company has developed a flex- 
ible lightweight platform from “Onco- 
base”. and a special shoemaking proc- 
ess to make these new styles practical. 

Also now being released to the trade 
is a new shoemaking process known as 
the Onco Meta-Flex Method for cement 
shoes. When used with Onco “Comfort 
Depth” innersoles, it is said that this 
method imparts unusual flexibility in 
the important lower metatarsal area. 





Jones-Walsh Name Salesmen 


St. Louis, Mo.— The Jones-Walsh 
Shoe Company, St. Louis’ newest spe- 
cialty manufacturers of high-style 
footwear for women, in presenting 
their new Fall line, have named the 
following men as their representatives 
in their respective territories: 

George B. Cable, who will travel 
from Chicago, East; Edward Reinhart, 
the Southwest and Pacific Coast; and 
Ray Hopkins and J. L. Jones, who will 
cover the South. 

Mr. Cable was formerly with the 
J. & T. Cousins Company and Mr. Rein- 
hart was formerly with the Valley Shoe 
Company. 





STOCK NO. 462 


TODAY'S 
BABIES ARE 
TOMORROW'S CUSTOMERS 


Many thousands of them, wear- 
ing Mrs. Day's Ideal baby 
shoes, are—as they grow up— 
rospects for Flexible 
les (2-8) oy, Be 


logical 
Hard 
same manufacturer. ese 
babies represent a power- 
ful ready-made market 
to alert merchandisers 
of juvenile footwear, 
for which Mrs. Day's 
specialized line of 
little shoes is “open 


MRS. DAY’S 


IDEAL BABY 
SHOE CO. 
DANVERS, MASS. 


FLEXIBLE 





HARD 
SOLES 











Miller Shoe Co. 
Issues Booklet 


CINCINNATI, OHI0O—The Miller Shoe 
Company of Cincinnati mailed to its 
friends in the trade the first edition of 
the Miller Foot Defender, a house organ 
edited monthly for the man at the fit- 
ting stool. This new publication is 
under the personal direction of Albert 
E. Klinkicht, president of the Miller 
Shoe Company. In his first issue, he 
announces that the purpose of the 
monthly Foot Defender is to supply 
helpful facts about the operation of 
orthopedic shoe departments and in 
general to be an inspirational force in 
the lives of sales persons. 

The Foot Defender stresses the Miller 
creed as follows: “We positively do not 
manufacture an advertised, commer- 
cialized, so-called corrective shoe. Our 
lasts were designed merely as an ad- 
junct for treating the various forms of 
foot disability.” 


Hesser Leases Santa Ana Dept. 


Santa ANA, CALIF.—The shoe de- 
partment in the Almquest ready-to- 
wear store has been leased to George 
O. Hesser. Paris Fashion shoes from 
the Wohl Shoe Co. will be carried ex- 
clusively.. Previous to coming to Santa 
Ana, Mr. Hesser was with J. W. Spain, 
of San Bernardino, California. 
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When in NEW YORK—Pick the Piccadilly 


Say “Hello” to a good “Buy!” Stay at this New, 26 
story hotel. Here, Times SQUARE is all "ROUND 
you—just a stone’s throw to “Radio City,’’ 69 theatres, 
mid-town business offices and railroad terminals. 
Patronized by shoe executives from coast-to-coast. 


$9.50 
Single 


Write for reservations. Ask for a FREE copy of 
“1,001 FACTS about New York City!” 


HOTEL PICCADILLY 


45th St., just West of B'way Roy Moulton, Manager 


Bright, quiet, richly furnished rooms—with baths 
—deep, soft “sleepyhead” beds and all up-to-the- 
con Daily rates begin as low as 

















CAVALIER 


THE 


SHOE MANS 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 





These jue Mexican HUARACHES 


4 WAH RAH’'CHEZ 


Pronouncec 


$25.00 per doz. (Wholesale) 


The same famous sandal from Mexico which we 
advertise in Vogue, Harper's Bazaar, Esquire and 
other national magazines, at $3.75. 


Carried in stock for immediate delivery 
in all sizes for men and women. Only 
in pure white as illustrated. 


A good summer sandal for any locality but par- 
ticularly recommended for resorts and vacation 
spots. 

‘““Thke*Huarache is a ‘crude Peasant sandal hand- 
woven of Genuine leather. Low heels and loose 
heel straps. Sizes are marked in centimeters from 22 
to 30 corresponding approximately to sizes 3 to 12. 


Minimum order 1 Doz. pairs. 


The OLD MEXICO SHOP 


SANTA FE-- NEW MEXICO 








The Editor’s Outlook 


[CONTINUED FROM PAGE 26] 


thinking is built around things, things, things. Because 
we create too much and consume too little, we have 
these dreadful periods of depression. The machine has 
made it possible to make anything and everything in 
such abundance that mountains of inventory accumulate 
and must be decreased before we can go ahead and 
make more mountains. 

This should teach us the lesson that we, as a shoe 
industry, should get out of the peak-and-valley-phil- 
osophy of business. We should learn to plan, not by 
the big season twice a year but by the many little six 
weeks’ seasons that are close to the behavior of the 
public and its wants for fashion in each little season. 
Then we will have an orderly, balanced business—in 
time with public wants and in tune with fashions and 
economics of each sixty days. 

Every other industry has done precisely what the 
shoe industry has done. Last year we manufactured 
approximately 424,800,000 pairs of shoes—the year 
before 415,000,000 pairs—because everyone figured 
that inventory made a profit on a rising market. 
Yet in 1932 we manufactured only 313,290,000 pairs 
of shoes. No one went unshod in 1932 and nobody was 
overshod in 1937. Why then the immense overproduc- 
tion? We are suffering from it now—in shoes and 


everything. 


Yet at the rate we are going in selling shoes, with 
fair distribution in stores, we will soon be in a position 
of a shortage of wanted goods, shortage of new sea- 
sonal fashions, shortage of new colors. And it be- 
hooves us all to get rid of the old in preface to pre- 
senting the new to the public. Therefore my caution— 
sell what you’ve got—if it is out-moded, dump it—and 
buy what will tempt the public—and let no day pass 
but what you buy some shoes as you sell some shoes 
and let’s straighten out this line toward orderly shoe- 
making. 


Five-Pair Shoe Wardrobe 


Fort Wayne, Inp.—‘‘The wardrobe of the well- 
dressed man should include at least five pairs of shoes,” 
insists E. J. Kestly, manager of the Nunn-Bush shoe 
department of Patterson-Fletcher’s, which _w. _was recently 
enlarged. : 

“To prolong the life of the shoes and maintain 
their appearance,” continues Mr. Kestly, “they need 
to be alternated and kept in shoe trees.” 

He believes the wardrobe should include a pair of 
black town shoes, a pair of heavy-soled shoes for bad 
weather, a pair of dress shoes in patent leather for 
full dress, a pair of tan-and-white or black-and-white 
sport shoes and a pair of all-white sport shoes of buck- 
skin, pigskin or calf. 
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Greenleaf With Cooper, Wells 


St. JOSEPH, MicH.—Robert J. Green- 
leaf has recently joined the sales force 
of Cooper, Wells & Company, hosiery 
manufacturers, here, and will represent 
them in Oklahoma and southwestern 
Kansas. 

Mr. Greenleaf has had a “great deal 
of experience in selling hosiery to the 
retail trade, having traveled for Mar- 
shall Field & Company for many years. 
He has a broad knowledge of the var- 
ied problems confronting merchants in 
the successful selling of hosiery and 
other merchandise. 





J. E. Harriss to Leave 
Gregory & Read 


New YorkK—John E. Harriss, sales 
manager of Gregory & Read Company, 
has announced his resignation from 
that concern, taking effect upon his 
return from Europe for where he sailed 
on Saturday, May 28, on the Georgic. 

















































JOHN E. HARRISS 


Mr. Harriss will spend some time in 
England and on the Continent on busi- 
ness for Gregory & Read, and will re- 
turn to this country in the latter part 
of August. He has made no plans for 
the future outside of his intention to 
remain in the shoe business. 

Mr. Harriss has been with Gregory 
& Read for the past 14 years, during 
which time he has become a well-known 
and well-liked personality in the shoe 
trade. In his capacity as sales manager 
he has made several trips abroad sell- 
ing Gregory & Read shoes to foreign 
retailers, and also in search of style 
information for that concern. Needless 
to say, his resignation was deeply re- 
gretted by his associates in business, 
but all have joined in wishing him the 
best of luck in any future plans he may 
have. 

John D. McDonald will take over Mr. 
Harriss’. duties as sales manager for 
Gregory & Read. He has been with 
that concern for several years as their 
representative in New England and 
New York State. He will continue his 
representation of those territories with 
the added duties of Mr. Harriss, who 
covered metropolitan New York, New 
Jersey and Pennsylvania. 


Henry Axman Joins 
Gardiner Shoe 


GARDINER, MAINE — The Gardiner 
Shoe Co., of this city, announces that 
Henry Axman, well-known salesman 
of popular-price women’s shoes, has 
joined the staff of the company and 
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Call Them What 
You May 


‘KOOLKICKS 
SANDMOCS 
VENTMOCS 
MOC-HU-RACH-AS 
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IN STOCK for Men and Women 
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smart publicity for smart merchants. Write 
today for Catalog M-12 showing these 


and Many Other Genuine 
Moccasin Innovations 
OLT EST. 1899 
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henceforth will sell the volume trade 
throughout the country with the excep- 
tion of New England, carrying the two 
women’s lines on which a large busi- 
ness has already been built up— the 
Modern Priscilla Health shoe and the 
Walk-Aid Health shoe, on both of 
which ample floor stocks are to be car- 
ried for quick delivery. 

In addition to these two lines, Mr. 
Axman will distribute, also to the vol- 
ume trade, another line of make-up 
shoes to be manufactured by a new 
branch of the company known as the 
Wolfboro Shoe Co., with factory in 
Wolfboro, N. H. These shoes, well- 
styled, retail profitably at a lower fig- 
ure than do the in-stock lines of the 
Gardiner Shoe Co. 

Mr. Axman, for years with the 
Hannahsons Shoe Co., of Haverhill, 
Mass., has reserved Rooms 626 and 628 
in the Hotel Statler, where his mer- 
chandise will be on display during the 
Boston Shoe Fair, beginning June 6. 


Adds New Accessory 


Department 


HARRISBURG, PA.—Fred Freedman, 
proprietor of the London Boot Shop, 
has added a new department of men’s 
apparel in his shop. The new line in- 
cludes shirts, ties, socks, pajamas and 
sport wear. 
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NAP-SUEDED LEATHER 


Low cost... long wear... 
the ideal nap-sueded leather 
for sport, spectator, and all 
out door wear. Ask your 
manufacturer. 


@ 
SLATTERY BROS. 


TANNING COMPANY 


210 SOUTH ST. TANNERIES 
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Hide Futures Discussed 


CuHicaco, ILu—The age of hides 
deliverable on the Chicago futures con- 
tract should be limited to one year from 
the date of removal from salt pack, 
trade interests agreed recently at a 
meeting of a committee from the hide 
and leather industry and Chicago Mer- 
cantile Exchange officials to determine 
the setup of the hide futures mart to 
be launched Monday, June 13. 

The initial life of the New York 
hide certificate runs for a period of 
three years and may be extended for 
two one-year periods thereafter, upon 
recertification. The rules of the Chi- 
cago market would not permit recerti- 
’ fication, if the trade proposal is adopted. 

Trade members suggested that the 
_ basis grade be light native cow hides 
of July, August or September take-off 
with definite premiums or discounts for 
other grades and factors, and that the 
trading unit be 40,000 pounds. South 
American hides would be tenderable 
against the Chicago contract at certain 
fixed differentials. 

The commission rate for non-mem- 
bers, trade interests proposed, should 
be made $30 for the round turn, re- 
gardless of price. 

A permanent hide committee, com- 
prised largely of trade representatives, 
is to be appointed in the near future. 


A Shoe Man Surveys 
The Fall Styles 


[CONTINUED FROM PAGE 19] 


continuous line must be unbroken from 
the tip of the toe upward. 

The use of the open toes as a style 
idea is continuing, but is limited to 
fewer types of shoes. Styles featuring 
open toes look as though they were de- 
signed for that specific purpose not as 
though part of the shoe had been 
omitted as many of the shoe patterns 
look this Summer. Dressier types of 
shoes for afternoon seem to lend them- 
selves to open toes for Fall. Evening 
shoes with open toes are a natural. 
Very few evening lines are yet per- 
fected, as evening shoe buying is usu- 
ally done later. 


Mudguard Idea a Winner 


Pumps and ties with mudguard 
treatment are receiving a generous 
play and look like a winning idea for 
Fall. The mudguard design will be one 
of the major factors for Fall. It, the 
mudguard, may be of the same mate- 
rial and color or may be of a different 
material and contrasting color. The 
mudguard lends itself to such a variety 
of treatments that originality in its 
use should be sought by an alert de- 
signer or buyer. 

Platform shoes are the newest and 
highest style idea for Fall and will be 
the high fashion promotion. The writer 
believes this innovation to be very prac- 
tical in certain types of sport shoes, if 
handled properly. The platform of a 
contrasting color on a shoe that is 
severely plain looks the best. Somé of 
the first platform shoes were anything 
but flexible. Rapid strides, however, are 
being made in perfecting them. At 
present the merchant can and should 
expect them to be quite flexible con- 
sidering the thickness of the midsole. 
The platform sole is being used dra- 
matically in certain extreme evening 
sandals. 


The Outlook for Colors 


Now as to colors, and perhaps herein 
lies a great deal of our separating of 
the wheat from the chaff: For several 
Fall seasons black has been the leader 
and the coming Fall is no exception. 
But the percentage of black to the to- 
tal pairage to be sold is a question. 
Many interesting shades of brown are 
being shown ranging from extremely 
dark tones to rich Autumn hues. India 
Brown and Golden Havana Tan look 
salable. Brown may be the dark horse 
color for Fall. 

The Wine family looks varied and 
active and should receive a good run. 
There are many shades being shown 
by the various tanners and the wine 
leathers are richer and truer in color 
than in former seasons. With black 
such a leader in ready-to-wear, much 
wine should be worn, as it is a perfect 
accessory color. 

Another important color is a rich 
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rust which is another striking compli- 
ment to black. Maybe rust is the dark 
horse color for Fall. 

The amount of blue to be sold is un- 
known, but several shades of navy, 
rather dark in color, are being shown. 
Blue is fast becoming a year-round 
color in many sections of the country. 

Porto Plum, which resembles a pur- 
plish shade of wine, is receiving con- 
siderable comment thus far in Fall 
promotions. This color is for real high 
style and should be treated as such. 

In the Autumn green always is men- 
tioned, but as yet has never been a 
volume seller. 

After these findings have been pre- 
sented it is now your turn to do the 
thinking. You should and must con- 
sider what you have been able to sell 
in the past. Study your section of the 
country, your particular store and be 
guided accordingly. Possibly you have 
sold too much black and have been 
weak in promoting colors to be worn 
with black. Consider carefully the pos- 
sibility of many extra sales if you have 
a good selection of colored shoes, with 
matching accessories. The proper pro- 
motion of color seems to be the answer 
to the additional business we are seek- 
ing this Fall. 

Be guided by the past, but be sure to 
cover the important new major style 
trends. By so doing you may have in 
your stock, a maximum of wheat and 
a minimum of chaff. 
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Moves Store 


Fort WortH, Tex.—The Dr. Locke 
Shoe Store in Fort Worth, has moved 
from 219 West Eighth Street, to new 
quarters in the Juvenile Shoe Store at 
306 Houston St., Fort Worth. 





Weyand Expands Sales Force 


JACKSONVILLE, ILL.—With the turn 
of a new selling season, the Weyand 
Shoe Company, here, continues to ex- 
pand its sales force and its distribution. 
This concern recently held a very in- 
teresting and enthusiastic sales con- 
ference at the factory under the direc- 
tion of Joe Carruthers, sales manager. 


























JOE CARRUTHERS 


Salesmen of the Weyand Shoe Com- 
pany and the territories they cover are 
as follows: 

George Becker, Kansas, Oklahoma, 
Texas and Louisiana; Dick Donegan, 
California, Oregon, Washington, Idaho 
and Nevada; Ernest Geddes, North and 
South Dakota, Nebraska, Iowa, Mis- 
souri and Colorado; Kiser Hearn, Mis- 


sissippi, Alabama, Georgia, Florida, 
North and South Carolina; John McLin, 
Indiana, Ohio, Kentucky, Tennessee, 


Virginia and West Virginia, and Jesse 
Wyckoff, Michigan, Wisconsin and Min- 
nesota. 


Program Arranged for 
California Convention 


SAN FRANcIscO, CAL.—The Cali- 
fornia Shoe Retailers Association will 
hold its annual convention at the Hotel 
Oakland, Oakland, June 5 to 8. Conven- 
tion Manager William J. Ahern reports 
that over 200 lines of footwear and ac- 
cessories for the entire family will be 
on display, the most comprehensive and 
the greatest number of exhibits ever 
shown under one roof at any California 
convention. ’ 

While the convention does not of- 
ficially open until Monday, as always, 
Sunday will be one of the biggest days. 
Many retailers from the smaller com- 
munities who are unable to stay away 
from their place of business for too long 
are planning to, at least, come to Oak- 
land over the week-end. 

Harry Bennigson, chairman of the 
membership committee of the National 
Shoe Travelers Association, has called 
a meeting of the Pacific Coast Shoe 
Travelers’ Association and the Shoe 
Travelers Association of Los Angeles 
for 10.80 Sunday morning in the North 
Room of the Hotel Oakland and urges 
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every traveling man to be present. 

Larry O’Connor, program chairman, 
has arranged the most instructive and 
interesting program ever presented. 
The convention will be formally opened 
immediately following the Monday 
luncheon by President Charles Kushins, 
who will introduce Dr. W. J. McCrac- 
ken, mayor of Oakland. Following 
Mayor McCracken will come Harry E. 
Fontius, president of the National Shoe 
Retailers Association, and L. E. Langs- 
ton, executive vice-president of the Na- 
tional Shoe Retailers Association. The 
main speaker of the day is J. Paul St. 
Sure, prominent attorney, who will 
speak on “The Employer’s Responsibil- 
ity in Labor Relations.” 

On Tuesday, Miss Pauline Morgan, 
stylist for the Amalgamated Leather 
Companies, and Miss Rhea Nichols, who 
is in the same capacity for the Allied 
Kid Co., will speak on style and vari- . 
ous other important and interesting 
fashion notes. Mrs. Ethel Holland Lit- 
tle, fashion editor for Woman’s Home 
Companion, will address the assembly, 
her subject being “What Women Tell 
Me about Shoes.” Following Mrs. Lit- 
tle will come the open forum meeting 
and the election of officers and directors 
for the ensuing year. 

William Shiverts, chairman of the 
entertainment committee, has prepared 
a most elaborate dinner dance, inter- 
spersed with entertainment for Tues- 
day evening. All day Wednesday will 

























yourself the next time! 


, SAMUEL EARLEY, Managing Director: 





HEADQUARTERS 
FOR SUCCESS 


Successful business men appreciate the 
need for modern comfort and conve- 
nience when they travel. And so, al- 
most invariably, they stop at The Ben- 
jamin Franklin when in Philadelphia. 
e For The Benjamin Franklin is Phila- 
delphia’s modern and convenient ho- 
tel. 1200 big comfortable rooms. Food 
that tempts the most travel-harrassed 
appetite. Service that soothes travel- 
jarred nerves. Rates that fit every travel 
budget. e Try The Benjamin Franklin 


The BENJAMIN FRANKLIN 
Philadelphia 
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ARE PORTFOLIOS 


Boost sales now, with a 
new Zouri Store Front. 
Write for interesting 
pictures and information. 
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be devoted to buying and inspection of 
lines. 

Merchants are urged to send their 
reservations at once, either to the Hotel 
Oakland or to Miss Camille Baer, secre- 
tary of the association, at 622 Pacific 
Bldg., San Francisco. 


New Foot Comfort Device 


HOLLYwoop, CALIF.—A new corpora- 
tion named “Realair, Inc.,” has been 
formed here for the purpose of market- 
ing a new device for relieving foot con- 
ditions. It is officered as follows; presi- 
dent, W. W. Charles; vice-president, 
E. S. Toles; vice-president and general 
sales manager, H. H. Cluff, and secre- 
tary-treasurer, C. C. Ashley. S. C. 
Woolston is the inventor and in charge 
of manufacturing, while Dr. C. A. 
Heinz is district sales manager. The 
latter also acts as instructor in the 
firm’s training school and was con- 
nected with the Dr. Scholl organization 
for several years. 

It is claimed by the management 
that the Realair pneumatic arch sup- 
ports are new in design and revolution- 
ary in principle. They are thin, very 
light innersoles equipped with air pock- 
ets that cushion the foot structure at 
vital points of contact behind the ball 
of the foot. . 

Through adjustable inflation of these 
air pockets by the wearer, the foot 
arches may be raised or lowered on the 
basis of individual comfort. 


Inflation is necessary only at inter- 
vals. It is accomplished by means of 





Pollock Opens New Store 


Richmond, Va.—Lou Pollock, presi- 
dent of Pollock’s, southern shoe chain, 
is congratulated by Mayor Bright of 
Richmond on the opening of his modern, 
new store in this city as Senator Robert 
R. Reynolds of North Carolina looks on. 
The opening ceremonies were attended 
by several hundred people and were 
broadcast from the store over Station 
WMBG. 


a small bulb supplied with Realairs, 
and the air is then capped in. 

With every shift in pressure of the 
foot, the air pockets automatically ad- 
just themselves to the changed position. 
The foot is thus gently massaged by 
the pulsating air movement. This ac- 
tion is as gentle and unnoticeable as 
that of breathing. 


Harry J. Deters Resigns 


BuFFALO, N. Y.—Harry J. Deters, 
business manager of the Buffalo Shoe 
Retailers Association for the past four 
years and prior to that secretary-trea- 
surer of the Shoe Travelers Association, 
has resigned. He has not yet announced 
his plans for the future. 

Mr. Deters became business manager 
of the retailers just prior to the state 
convention of the shoe retailers in Buf- 
falo four years ago. Due to his energy 
and wide acquaintance in the industry, 
he was able in less than four years to 
increase the membership from 18 mem- 
bers to 97, and today the association 
has on its rolls 90 per cent of all local 
retailers, which is believed to be the 
outstanding record of any association 
in the state. Mr. Deters was a traveler 
himself for many years and later an 
executive in the Newark chain. He is 
very well known in national and state 
shoe circles. 
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Obituaries 


A. B. Young 


Los ANGELES, CALIF.—A. B. Young, 
65, founder of the local Young Shoe 
stores for men, died at his home 316 
North Rossmore Avenue, following an 
illness of several months. He is sur- 
vived by his widow, Mrs. Eileen Young, 
and two daughters, Mrs. Raymond 


Brownhill and Mrs. Doris Dalzell. 
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Walk-Over Honors Partners Of Shoe Store 


Manchester, N. H.—George B. Dodge and Morris C. Austin, senior part- 
ners of the G. W. Dodge Shoe Company, here, were presented with gold 







medals by Harold C. Keith, president of the Geo. E. Keith Company, at a 
dinner tendered them by the Walk-Over company in honor of the 50th 


continuous year of business association between the two firms. 


From left 


to right, above, Mr. and Mrs. Dodge, Mr. and Mrs. Austin, Mr. Keith and 


G. H. Leach, vice-president of the Geo. E. Keith Company. 





He was born in Ontario, Canada, and 
started in the shoe business in Boston 
as a boy in a wholesale shoe house. 
Later he went on the road for the 
Cousins line in the Middle West. Dur- 
ing the many years Mr. Young was 
general manager of the Regal Shoe 
Stores, he made many warm friends all 
over the country. In 1915 he left the 
Regal organization, coming to this city 
where he established a local group of 
stores specializing in young men’s style 
shoes. 

During his years in the shoe business, 
he was regarded as being one of the 
outstanding figures in the men’s shoe 
fashion field. While never a spectacular 
plunger, he was a consistent promoter 
of new smart shoe trends, with a keen 
sense of merchandising. 

The business will continue under the 
same name and manner. Since Mr. 
Young’s gradual retirement the past 
several years, buying and managerial 
duties have been assumed by Raymond 
Brownhill, his son-in-law, who will 
carry on the well established business 
as heretofore. 


Ben Weiss 


CLEVELAND, OHI0—Ben Weiss, who 
operated retail shoe stores here for 
many years and more recently engaged 
in the wholesale shoe business, died re- 
cently at the age of 51. Mr. Weiss 
spent many years retailing footwear on 
Woodland Avenue and had a wide circle 
of friends. About four years ago he 
and Abe Sorkin organized the Midwest 
Shoe Co., wholesale firm, at 1374 West 








Sixth Street. The business is being con- 
tinued by Mr. Sorkin. 


Albert S. Heywood 


Worcester, Mass.—Albert S. Hey- 
wood, president of the Heywood Boot 
& Shoe Co. for the past twenty-five 
years, died at his home on Tuesday, 
May 31. He was 71 years of age, a 
native of Worcester and a graduate of 
the Massachusetts Institute of Tech- 
nology in 1892. He was a trustee and 
vice-president of the Peoples Savings 
Bank here. 


Joseph L. Bott 


DusBuquE, Iowa.—Joseph L. Bott, of 
the retail shoe firm of Bott Bros. & Co. 
and prominent in the retail shoe trade 
in the Midwest for the past 54 years, 
died at his home recently. 

He is survived by his wife and two 
sons, 











Henry G. Goehrig 


BuFFALO, N. Y.—Henry G. Goehrig, 
74 years of age, retired shoe salesman 
and in his active business days a promi- 
nent member of the local and state 
trade, died May 27 after a long illness. 
He was a charter member of the Haru- 
gari Frohsinn Singing Society, trea- 
surer of Jungsiegfried Lodge No. 598, 
D. O. H., a past grand of Oriental 
Lodge No. 224, I. O. O. F., and a mem- 
ber of the Men’s Bible Class of Evan- 
gelical Lutheran St. John’s Church. He 
is survived by a son, Henry J. Goehrig, 
of this city. 
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UNISHANK 


BREASTLOCK 
HEEL 


STRENGTH 
SECURITY 
ECONOMY 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
tigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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SALESMAN WANTED 


SALESMAN WANTED 


BUSINESS OPPORTUNITY 








New York State, South Carolina, Tennessee, 


of $1.00, $2.00 and $3.00 retailers. 


more, Md. 


y ALESMEN: For well established—highly rated—fast growing factory dis- 

@ tributor. Can use responsible young men with good following 

for new expansion into states of Alabama en Florida, Georgia, Louisiana, Mississippi, 
exas. 

To start commission basis until proven worthy of drawing account with complete line of 

low priced Men’s and Boys’ Dress and Work—Growing Girls’ oxfords, Misses’ and Children’s— 

also Rubbers and Tennis. Promotional merchandise for volume buyers—case lot propositions 


References required—give detailed information, annual volume shipped, etc., in first reply. 
All replies held strictly confidential. Address Sales Manager, P. O. Box No. 782—Balti- 











Portion of the South Open 
High grade Juvenile Compos and 
Welts. 58 Stock Styles Straight Com- 
mission. 

J. 8 ZULICK & COMPANY 





Orwigsburg, Pa. 








WE want the best men in the country to sell 
our fast-styled, honest-value line of ladies’ 
$1.49 to $1.98 novelties; also men’s and boys’ 
shoes. Newest styles at all times from the lead- 
ing factories. Also jobs. Commission basis only 
—no advances. BOSTON NOVELTY SHOE 
CORP., 120 Lincoln St., Boston, Mass. 





INY TOTS, popularly known for years, flex- 

ible, beautiful infants’ shoes for retail trade, 
has excellent territory West and South open for 
good sideline salesmen. Attractive commissions. 
References. Tiny Tot Shoe Co., Sanford Street, 
Rochester, N 


S'DELINE SALESMEN here is an ety 
to make REAL MONEY, selling ZIF white 
powder shoe cleaner in a handy gpckece. Can 
be carried in pocket or purse. s not soil 
the hands. UNITED STATES PATENT 
PENDING. Give references and territory cov- 
ered. Brinnon-Ross, Inc., Newton, Kansas. 








SALESMEN to handle manufacturer’s line 
men’s hard sole leather slippers. Strictly 
commission, references. Address F-823, care 
Boot & Shoe Recorder, 209 So. State Street, 
Chicago, Ill. 


SIDELINE SALESMEN by manufacturer 

Men’s Spats, easily and quickly presented, 

liberal commission. Address F-822, care Boot 

Fc 9 Recorder, 209 So. State Street, Chicago, 
inois. 








ALESMAN wanted by manufacturer of Slip- 

pers and Sandals retailing from thirty-nine 
cents to dollar nineteen, to Jobbers, Chain and 
Department Stores. Write full particulars stat- 
ing territory in first letter. Address F-821, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED by wholesale shoe house—salesmen 

with retail following to carry Men’s, Boys’, 
Girls’ and Misses’ shoes for southern and mid- 
western states. Weekly drawing advanced. Ad- 
dress F-818, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y 


TERRITORIES OPEN: By well known manu- 
facturer producing fast selling, popular 
priced line of Boys’ and Girls’ Goodyear Welts, 
Welt Stitched, and McKays. Complete line car- 
ried in stock. The territories open are Arkansas 
and Oklahoma, and also another territory con- 
sisting of Colorado, Utah, Arizona, and New 
Mexico. Compsensation is on the commission 
basis, payable weekly. The men chosen must 
be well known with trade, live on the territory, 
and own car. Address F-817, Boot & Shoe 
~ 1 al 239 West 39th Street, New York, 





LINE WANTED 





WANTED a line of Women’s Novelty Shoes 

to retail for $1.95, $2.45, $2.95, $3.95 for the 
State of California. Have a well established 
trade. Covered territory 20 years. 5 years with 
last firm. Address F-820, Care Boot & Shoe 
een 239 West 39th Street, New York, 


A PAYING 


SHOE STORE 
in Metropolitan New York 


For a man thoroughly experienced 
in the retailing of shoes this is an 
excellent opportunity. Handling 
Nationally advertised brands. Pur- 
chaser will need approximately 
$10,000 and manufacturer will assist 
responsible party. 


Address Box F819 
BOOT AND SHOE RECORDER 
239 W. 39th, New York, N. Y. 





CANCELLATION shoe business—retail — 
men’s, women’s and children’s—doing $5,000 
a week and up—Established 25 years, owner 
wishes to retire. Opportunity of a lifetime. 
$75,000 required. Address F-813, care of Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








LINE WANTED 


HAVE extensive following among Shoe and 
Slipper manufacturers—in greater New York 
and surrounding territories. Am interested in 
any lines that are adaptable to these industries. 
Address F-809, care Boot & Shoe Recorder, 239 
West 39th Street. New York. N. Y. 








department operations. 








LINE WANTED 


I am a salesman with a varied and extensive experience in the 
merchandising and distribution of both popular priced and 
quality women’s shoes. For many years with a widely known 
trade marked quality style line. Well known to department 
store, chain stores and volume trade in the broad middle west. 
Familiar with style development, factory operation and stock 


EDW. DANNEN, 209 South St., Chicago 











FOR SALE 


FOR SALE 





SHOE Store established 15 years, selling Na- 

tional Brand Shoes such as Red Cross— 
Florsheim; also lower price shoes. Reason for 
selling—going to California. For full particu- 
mrs call at THE ROYAL, Ocean City, New 
ersey. 








$8 000 will purchase progressive Brooklyn 
’ family shoe store. Yearly increases 
for past 7 years. Popular priced shoes. $75.00 
rental. Good lease. Address Box F-825, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York City. 





mum charge, 7 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 


Classified advertising is payable in advance. 
3 Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Gq 
























BOOT ann SHOE RECORDER, June 4, 


[55] 








BUSINESS OPPORTUNITY 








U CAN HAVE A BUSINESS ra 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weeks. terms 
for training; openings everywhere with 
4 the _— Fhe can attene to. No capi- 
om reguir yY; no agency 
or sol ition. or established "1894. Address 
Stephenson Laboratory, 21 Back Bay, 
ton, Mass. 








MERCHANTS’ NEEDS 








The oe | ig oj 


SHOE “ORNAMENTS 
aineiniiee —, 


leat anata Co. 


seccretaalites Wanted 











WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 

Also Branded Shoes such as 

. Florsheim, Enna-Jettick, Vital- 
ity. Preserver, Queen Quality, Sos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 

IBVIN RUBIN 

“The House of Jobs’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


oon will buy surplus or entire stocks ef shees 
manufacturers, jobbers er retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., 


106 Duane St. 
Phone WOrth 2-5377 and 5378 


Inc. 
New York 








SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180-5181 

















General Shoe Starts New Plant 


NASHVILLE, TENN.—The General Shoe 
Corporation has started production in 
its new branch factory at Frankfort, 
Ky., the former plant of Hoge-Mont- 
gomery. The plant has been leased for 
a five-year period with the option to 
renew or purchase the property at the 
end of the term. 

The factory has 70,000 square feet 
of floor space and the output will be 
devoted solely to women’s shoes. 

Douglas Maddux, an official of the 
General Shoe Corporation, will be in 
charge of the new factory as general 
manager, and J. Morgan Derr, former 
president of the Hoge-Montgomery firm, 
will be retained in an unannounced 
official capacity. 


MERCHANTS’ NEEDS 





Fkennox 


SAINT LOUIS 





White Shoes Selling 
in Chicago 

CHIcAGo, ILL.—Despite continued 
rain and unseasonably cool weather in 
this area, whites have begun to come 
into their own. Wheat linen and cop- 
per combinations have held the early 
Summer selling stage along with still 
heavy demands for plain copper and 
blue. Copper wedge heel versions have 
been selling especially well and indica- 
tions point to a heavy demand for the 
same versions in white and white and 
brown combinations. Early white sell- 
ers have been largely in spectator 
sports in brown and white. Early pur- 
chases in dress shoes are largely in 
open toe varieties, a fair portion of 
open heels, and a surprising number 
of conservative demands for closed toes. 
Wide open meshes in all colors in both 
smooth and grain leathers are also 
going well and several shops special- 
izing in the tailored shoes look for a 
good season in dark meshes, particu- 
larly blues. Copper also appears to be 
in for a steady Summer, although sales 
have naturally fallen off in favor of 
the lighter shades. Colored alligators 
in pastels also show a lot of early 
interest. 


Expect Increase in Welfare 
Shoe Contracts 


BuFFaLo, N. Y.—From present indi- 
cations, the number of shoes distributed 
to welfare clients of the city bids fair 
to increase over last year when 100,000 
pairs were given out. Last year, the 
contract for a whole year’s supply at 
prices not exceeding $2 a pair for any 
class of shoes, was awarded at one 
time. This year, contracts for 85,000 
pairs will be awarded at one period and 
later in the year another contract is 
expected to be awarded when indica- 
tions are clearer as to the total number 
that will be required for the year as a 
whole. 





SHU-MAT SERVICE 


Eliminate that high cost of Art work and 
eats! As Advertising Manager of The Gilbert 
Shoe Co., Columbus, Ohio, I am in a posi- 
tion to give you a new MAT SERVICE of 
the most popular styles of men’s, women’s 
and children’s shoes at a fraction of the 
actual cost! 


SEND FOR PRICES AND A PROOF 
SHEET OF THIS WEEK’S MAT. 

H. BERENFELD—SHU-MAT SERVICE CO. 
: 188 E. Town St., Columbus, Ohio 








STOP 35% MORE TRAFFIC 


| More Styles In Window 
Without Crowding 


Display Shoes at all 
Angles 


Stand Your Shoes Up 
with the Invisible 
Shoe Balancer 


| 
PAT. PEND. $2.50 Per Doz. Pairs 


GOODHUE & CO. 


18 DYSART ST., QUINCY, MASS. 

















McBride’s Adds Shoe 


Department 


SPOKANE, WASH.—McBride’s, which 
for years has been one of the exclusive 
ladies’ ready-to-wear shops in this 
city, with its move to a new location 
recently added a footwear and hosiery 
department to the store’s lines. A 
beautiful shoe lounge has been installed 
where Jacqueline shoes are featured. 
Also offered and selling at $6 are the 
Natural Poise Arch, and at $5, the 
Connie Creations. 


To Move Shoe Business 


WORCESTER, Mass. — Robert A. 
Patrick, treasurer of the B. & W. Foot- 
wear Co., says that the concern will 
move its business to Webster, Mass., 
about July 1. 

His statement followed a report that 
the concern, which employs about 450 
here, was negotiating for the purchase 
of Slater Mill in North Webster. 

Mr. Patrick said the company would 
employ approximately 100 more work- 
ers in the new location. 


To Open in Columbus 


CoLumBus, O.—A new retail shoe 
store, known as “Topps,” will open at 
67 South High St., Columbus, with the 
Fieldston Retail Shops, Inc., New York 
City, having leased the storeroom for 
five year. The quarters, occupied until 
recently by the Holbrook Bootery, will 
be completely redecorated and _ re- 
modeled. Entire new front will be in- 
stalled about July 1. The Columbus 
unit will be the seventh in the expan- 
sion program of the company. Local 
lease is for the storeroom and base- 
ment, the main floor room being 15 by 
80 feet. 

































[56] 


Retailers Exempt on 
Wages-Hours Bill 


WASHINGTON, D. C.—Retailers con- 
cerned over their possible inclusion 
under the wages and hour bill breathed 
easier when House sponsors, anxious to 
avert further delay in pushing for a 
vote on the measure, finally agreed to 
a clear-cut exemption for retailers in 
an eleventh-hour decision before the bill 
passed the House by a vote of 314 to 97. 

After turning thumbs down on two 
amendments designed to exempt retail- 
ing, the House finally voted 145 to 56 
to accept an amendment proposed by 
Congressman Celler, Democrat, of New 
York, and described by him as “dispell- 
ing all chance” of misinterpreting re- 
tailer’s status under the bill. 

The Celler amendment specifically 
provides that any orders issued by the 
Secretary of Labor under the measure 
would not be applicable to “any retail 
industry, the greater part of whose 
sales is in intrastate commerce.” Sec- 


tion 11 remains unchanged and still - 


would empower the Secretary to use 
her own discretion as to the definition 
of “local retailing’? employees who, the 
bill provides, are exempted. But that 
discretionary power is innocuous, it is 
pointed out, under the Celler amend- 
ment since, in the final analysis, the 
proportion of sales made in intrastate 
commerce by a retailer would determine 
whether the wage-hour law applied. 

The Senate version of the wage-hour 
bill would exempt employees engaged 
in a local retailing capacity but as in 
the House draft that phrase could be 
interpreted by the administrative 
agency. The Senate version contains 
no other éxemption clause affecting re- 
tailers. 

The lack of geographical differentials 
in the House draft may be the stumbling 
block to successful passage at this ses- 
sion but there are indications that 
House conferees will yield on this point 
to assure passage at this session. By 
the inclusion of differentials in the Sen- 
ate bill, that body has demonstrated its 
unwillingness to accept a rigid measure. 
And differential advocates in the Sen- 


. ate are not confined to the South. 


House and Senate conferees must 
also iron out other differences between 
the two drafts. The Senate bill pro- 
vides flexible wage and hour standards 
as contrasted with the fixed scales in 
the House version. The latter also 
designates the Secretary of Labor as 
administrator while the Senate measure 
would set up a fair labor standards 
board of five members to administer 
the law. 


Bain Named Shoe Manager 


CoLumBus, OHI0O—Emmett J. Bain 
has been appointed manager of the 
third floor shoe salon of Madison’s, 
Columbus, 0O., succeeding Harry 
Shapiro. Mr. Bain was formerly as- 
sistant manager. 
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at GUIDE, 


BOOTS AND SHOES 


ARNOLD, M. N., SHOE CO., So. Weymouth, Mass..................-ccceceeees 45 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass....................0..005 52 
COLT-CROMWELL CO., INC., Stoughton, Mass. ...................ceceeees 48, 49 
CONNELL, J. M., SHOE CO., S. Braintree, Mass. ................2c0cceevecees 46 
DANVERS SHOE CO., Manchester, N. H................ 00. c cece cece eee eeeees 46 
ENDICOTT JOHNSON CORP., Endicott, N. Y. ........... 0 ccc ccc ce ceeeeceuaes 4,5 
FIELD & FLINT CO., Brockton, Mass. ............... 0c ccceecccceccccceeececs 27 
FREEMAN SHOE CORP., Beloit, Wis. ...............cccccccccueccecccceuacs 14 
GERBERICH-PAYNE SHOE CO., Mt. Joy, Pa..............ccccceeccaes Back Cover 
GREAT EASTERN SHOE CO., Boston, Mass. ...............cccccceccescecces 52 
HOOD RUBBER CO., INC., Watertown, Mass................-00ecceees Front Cover 
JULIAN & KOKENGE CO., Columbus, 0.............. 0... cc ceeececccceeeuces 8 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind.............. 7 
MONDL MFGC.-CO., Onhkoahi, Wiss... 5. .ccccicccwnvccvicecsccscaccoeivesiteceds 48 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass. ...............0.00000 46 
O’DONNELL SHOE CO., Humboldt, Tenn. ................ cc ccc cee ecceeeceees 50 
OLD MEXICO SHOP, THE, Santa Fe, N. M............. 0c ccc cece cceeeceeeces 47 
OWENS SHOR Cow Salome, Maa6). ins sc ccccinscsinnccccccnndscceccccsceceionce 52 
PEDICRAFT SHOES, Philadelphia, Pa. ................. FB MB a hes Ceca 50 
POSNER, DR. A., SHOES, INC., New York City.....................00. 2nd Cover 
BAMeepeet, An Ce Meebo, Wiese i REI ee es ieic wb oak 50 
SWAN SHOE COMPANY, Baltimore, Md. ................ccccccccccceecucees 40 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., New York and Boston.................cccccceccccceccecees 36 
LEVOR, G., & CO., INC., New York City .............. ties) RE ee AAAS 6 7, 3 
OHIO LEATHER CO., Girard, Ohio ............. 00. cece cece cecctcccecuees 12 
SLATTERY BROS. TANNING CO., Boston, Mass. .............000eceeeeeeeee 49 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


CAVALIER CORPORATION, Baltimore, Md. ................ 0c cece eeceeeees 47 
COMPO SHOE MACHINERY CORP., Boston, Mass. ................00008 1, 30, 31 
DU PONT, E. I. DE NEMOURS & CO., INC., Arlington, N. J................ 29, 44 
LITTLEWAY PROCESS CO., Boston, Mass. ............... ccc ceeeecineeeees 35, 41 
MEARS, FRED W., HEEL CO., Boston, Mass. ................ccceseceeeeees 10, 11 
PANTHER PANCO CO., Chelsea, Mass. ..............0.eceecceceeceeees 3rd Cover 
TALON INC., Meadville, Pa. ............cccceeceeeeees ee eepisralK ace Cid ana a tis 4 Cia 33 
UNITED SHOE MACHINERY CORP., Boston, Mass. .................2.0000% 6, 53 


STORE EQUIPMENT AND ACCESSORIES 


GOODHUE & COs Quincy, Mase. 2... eh ee eicetece cutewns 55 
HOWELL MFG. CO., St. Charles, Ill... 0.0.0... cece ccc ec ccc cccsccuceess 48 
ee Bes Btn CR, BG sg. les o ph a ew isc 0 4 FAS a vaieceieenesewwdgicenae 55 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa. ................0ccee seen 9 
SCOTT FOOT APPLIANCE CO., Omaha, Neb. ................0. ccecceeeeees 37 
WIZARD COMPANY, St. Louis, Mo. ......... 0... cc ccc cece cess eeccescseenves 39 
ZOURI STORE FRONTS, Niles, Mich. ............... ccc ccccccccccceccccvuues 51 
MISCELLANEOUS 
BARIS SHOE COMPANY, New York City .............. cc ccc cece cece ee eeees 55 
HOTEL BENJAMIN FRANKLIN, Philadelphia, Pa. .....................0005: 51 
BROT, TINO, St, Tetehay Mea cio sis ce Ce bdvide ven ciccwwtivepcvcdeececdecaces 55 
HOTEL PICCADILLY, New York City........... 0.0. cc cece cece cece en eeeee 47 
KIRSCH-BLACHER CO., INC., New York City .............. 0.0. e cece eee eee 55 
RUBE, FIVE ew Work Cig eas os i I a es 55 
STEPHENSON LABORATORY, Boston, Mass. ..............0:+eceeeceeeeeees 55 


TOLMAN PRINT, INC., Cambridge, Mass. .............0.ccceseececeeceeeeees 50 
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BIE FALL 


ITALITY again shows the way to a profit- 

Dy ts Fall to those dealers wise enough 
to investigate the Vitality proposition—now! 
Takethe Fall linefor Womenasa casein point. 


HALLINE 


Alert dealers realize that never before have 

Vitality craftsmen put so much skillful styl- 

ing—so much honest workmanship with 

high quality materials in a line of shoes. 

They realize, too, that never before has 

Vitality produced a line so easy to sell and 
DULCIE with such a splendid mark-up. 


There are new styles—new lasts—an even 
greater range of widths and sizes. The con- 
sumer urge to buy Vitality Fall Shoes for 
Women is there too, thanks to an intensive 
advertising campaign in Ladies’ Home 
Journal, Good Housekeeping, Vogue and 
McCall’s. 

A profitable Fall? Right this way—with 
Vitality! 

VITALITY SHOE COMPANY « ST. LOUIS 


Branch of International Shoe Co. 


‘ > . CHILDREN’S 
WOMEN’S MEN’S eee _Y BOYS Canaleiavaliihe 
AAAAA to EEE AAAtoG oa AtoE and sizes 
Sizes 2 to 11 Sizes 5 to 14 Sizes 1 to 6 
$6.75 and $7.50 $5,$6and $6.75 $4.00 and $4.50 
Sree according to size 


Vitality Growing Girls, Goodyear Welt and Sbicca-Delmac con- 

struction shoes, (Thrift Grade) $5.00. Thrift Grade Shoes for 
Women $6.00. Vitapoise Feature Shoes for Children $3.50 to 
$6.00, priced according to size. 
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UAC SOFT BOX TOE 
MATERIAL 


gives extra pliability to the 
toe of the shoe. When more 
than ordinary toe flexibility is 
desired it is readily accom- 
plished by using this box toe. 






e The same material is exten- 
sively used in the heel portion 
of several types of shoes when 
special counter flexibility 
is wanted. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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TIME OUT for a case of shoes! 


Production delays caused by wet and dry solvent 
type box toes prevent your shoes from speedy trans- 
fer to retailer’s shelves. TIME OUT for last prep- 
aration; for rest periods on the wood to permit 
moist box toes to harden; for repairing patent leather 
fractures; all add to manufacturing cost and subtract 
from your customer’s good will when needed shoes 
are delayed in delivery. 

Beckwith hot and cold type box toes produce dur- 
able trim-appearing finished toes without requiring 
time out periods. Write for a demonstration proving 
how Beckwith box toes give quality results and a 
time-saving bonus as well. 





BECKWITH BOX TOES 


BECKWITH MANUFACTURING CO., DOVER, N. 


SHERBROOKE, QUEBEC CANADA MILWAUKEE, WISCONSIN 
AGENTS: GEO, A. SPRINGMEIER co., CINCINNATI, OHIO WRIGHT GUHMAN CoO, ST. LOUIS, MO, 
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ENDICOTT JOHNSON 
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wttin molt budintld for you 


Summer time is sports shoe time all over Americal Families everywhere’:c are looking 
forward to week-end camping trips or vacations, to picnics, hikes or horseback-riding. 
The five-day week means extra leisure for many—and extra business in outdoor shoes 
for you. All the more reason why you will find it profitable to promote these Endicott 
) Johnson vacation specialties. 

e i There’s variety enough in this line to please all your customers and win new ones. For 
, camping and general wear in the out-of-doors, Endicott Johnson offers moccasin-tip 
bluchers and moccasin slippers for father and son; moccasin vamp oxfords for girls; 
moccasin oxfords for misses and children; women’s 15-inch bluchers for hiking and 
climbing, and men’s 17-inch riding boots. 


Here’s a battalion of out-of-doors shoes that will round up extra Summer business for 
you. Get set to capitalize on the outdoor urge by ordering them from stock today. 








} 1115—Men's Cherry Elk 17-inch riding boot, ankle 5098—Same as 2105, except Misses’ & Child's 
strap and gore strap, brass buckle, heavy single Black Elk Moccasin Oxford. 
Linol oak outsole, leather heel, all leather, good- 
pene welt. Stace G/4Qii rs ...g. i. center 4.40 6648—Boys' Brown Elk Moccasin Blucher, cross- 
1119—Same as 1115, except Eskimo Calf... .4.50 cord sole and heel, McKay construction. Sizes 

Bie 1. Vote gee 2 ee eriooee fy pe torrie Ebay ee 1.60 

» 622—Ladies' Tan Elk 15-inch Blucher, imitation 6649—Same as 6648, except Boys’ Black Elk Moc- 
Moccasin tip, grain gusset, brass hooks and eyes, dealin: Maahes 
single oak sole, rubher heel, all leather, goodyear 4 . 

] welt. Sizes C, D, 2!/o/9....... 0.0 cece ees 3.35 6853—Men's Brown Elk Moccasin tip Blucher, 

4 1533—Girls’ White Elk Moccasin vamp oxford, double oak sole, Linol outsole, leather heel, grain 

“ rubber sole, anti-trip rubber heel, goodyear inner, goodyear welt. D,5/I1..........0065 2.40 
stitched construction. Sizes 3/9............ 1.45 6854—Same as 6853, except Men's Black Elk 

va 1532—Same as 1533, except Girls’ Brown Elk Moccasin tip blucher. 

Moccasin vamp oxford. 3040—Men's Black Oil Tan Elk Moccasin slipper, 
2105—Misses’ & Child's White Elk Moccasin Ox- leather top facing, rawhide laces around top, com- 
ford, rubber sole and heel, stitchdown construc- position sole and heel, goodyear stitched. Sizes 
tions SINE CPP e oo whan cu hw enevcccteece 95 WEB as Cl ce CELE URE cies + Cee emeeatews 1.50 
5093—Same as 2105, except Misses’ & Child's 3040!/,—Same as 3040, except Boys’. Sizes 2!/2/6 i 
Brown Elk.Moccasin Oxford. 1.40 














ENDICOTT, N. Y. NEW YORK CITY ST. LOUIS, MO. 
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PUT THEI 
TO WORK 
In YOUR 

STORE 


ia this attractive little couple tell 
customers you sell Shinola 
White—the white cleaner that’s guaranteed 
not to rub off! Put them out front on your 
counter ... in your window .. . so customers 
can see them. They’ll work for you every min- 
ute to increase white cleaner sales and profits. 
Seli a bottle of Shinola White with every pair 
of white shoe$! 


THIS FULL-COLOR 
package top display measures 
5’ by 5%". Also available is a 
Shinola counter card in full 
color, measuring 13" by 18%". 
Using the same two figures, 
this card is ideally suited for 
counter or window display. 
Order today from SHINOLA, 
88 Lexington Ave., New York 

. . Or your jobber. 


DISPLAY 


ee e FOR ROFI 


APPLICATOR IN EVERY PACKAGE 
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F:om Hollywood and Miami 
the popularity of modish clogs in- 
vades the East and North for sum- 















mer acclaim. 


_ When made by the LITTLEWAY 
: LOCKSTITCH PROCESS, they may 
t have outsoles of leather or rubber 
: . » « midsoles and wedge heels of 


cork or composition. 


ae 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON. MASS. 


















Pattern 2241—Draped 
Model with Motif Repeat- 
ed on Quarter—A New 
Whim of Fashion. 


Va te 


With the usual distinctive touch of refine- 
ment in design, incorporated in patterns 


SS 


soo. Which accent the current mode, Tweedies 
4 for Fall command more than ordinary inter- 














TWEEDIE FOOTWEAR CORPORATION © JEFFERSON CITY, MIS 





est. Such smart, salable styling, backed by 
superior quality in materials and construc- 
tion, is the reason why buyers rank Tweedies 
as one of America’s outstanding lines. 





SOURI 
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Y/ 





as 


